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WAN B, CLARK 
“RETIRES AS HEAD 
OF AETNA INS. CO. 


President A. N. Williams An- 
unces Intention to Resign at Next 
Meeting of Board 








LPH B. IVES MADE PRESIDENT 





w Aetna Head Manager of Western 
partment; Started With Com- 
pany as Special in 1905 





apid are the changes in personnel 
the insurance horizon of Hartford. 
ian landmarks of years standing are 
ippearing through death and retire- 
it. The daily press and the insur- 
e papers within a few weeks chron- 
\i the passing of Morgan G. Bulkeley, 
ident of the Aetna Life Insurance 
and its affiliated companies, the 
na Casualty & Surety Co. and the 
lomobile Insurance Co. And Monday 
his week brought the news of the 
rement from active participation in 
|management of the Aetna (Fire) 
hrance Co., of William B. Clark, the 
\pany’s veteran president, together 
i) the announcement of the proposed 
rement of A. N. Williams, vice-presi- 
{ofthe Aetna. Mr. Clark was made 
rman of the board of directors. 


alph B. Ives has been elected presi- 
of the Aetna Insurance Co. He 
vice-president and manager of the 
jpany’s western department, with 
iquarters at Chicago. 
he retiring president, Mr. Clark, is 
of the grand figures of fire insur- 
|. He has been in the insurance busi- 
| for more than sixty-five years, and 
more than thirty-five years president 
he Aetna Insurance Company. Up 
jithin a few years Mr. Clark wrote 
tninutes of the executive committee 
tings of the Aetna into the record 
| of the company in long hand, and 
me took more pride in the century 


more of honorable activities of the 
pany of which he was so long asso- 


fom active fire underwriting circles 
retirement of A. N. Williams will 
hissed. A man of broad vision and 
bourage, coupled with a great under- 
ye of the problems constantly 


| (Continued on page 25) 
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The marvelous growth of insurance 
as a national necessity, the many 
benefits it confers on the community 
is being more and more recognized 
and becoming more in demand. This 
growth and demand is capably met 
by a national institution—“Phoenix 
Service.” 


PHCENIX 


Assurance Company, Ltd., 


of London 
100 William St., New York 


PHCENIX 


Indemnity Company 
75 Maiden Lane, New York 






































“The Goodwill of our Agency Force— 
Our Greatest Asset” 





114 Fifth Avenue, New York 
New York, Chicago, Denver, Dallas, Atlanta 


COMMERCIAL UNION FIRE INSURANCE CO. 














AN OPPORTUNITY 


Large City General Agency 
Location, Middle West 

Territory for District Agency Work 
Company Favorably Established 


This is an opportunity for 
THE RIGHT MAN 


Give full details as to experience and general qualifications, 
which will be treated CONFIDENTIAL. 


Address: MIDDLE WEST 
c/o The Eastern Underwriter 
86 Fulton Street 
New York 
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BANKERS LIFE 
GOLD MEDAL MEN 
NOW IN HAVANA 


Paid for $10,000 Each Monthly By 
Fifteenth; Company Officers 
Members of Party 








DAY’S FISHING FOR TARPON 





Annual Convention at St. Augustine 
Attended By More Than 300; New 
Income Policy 


(By a Staff Correspondent) 


Havana, Cuba, Jan. 6.—George Kuhns, 
president of the Bankers Life of Iowa, 
is happy when with a rod in hand or 
rifle over shoulder he is roaming about 
what Merton of the Movies calls “the 
broad spaces.” 


Something of his love of adventure 
was communicated in 1922 to the pro- 
ducers of the Bankers Life when the 
leaders—gold medal men—were prom- 
ised a fight with tarpon off the Florida 
keys, with a trip to Havana as a climax. 
Cuba is the mecca for an American 
nowadays, and so it is that the Bankers 
Life consistent writers, accompanied by 
President Kuhns, Vice-President Nollen 
and some other officers, are here taking 
in the Jai-Alai game, the Oriental Park 
meet, Morro Castle and the Casino. 


How to Be a Gold Medal Man 


To be a gold medal man of the Bank- 
ers, an agent must produce $10,000 a 
month consistently for a year, and that 
amount of business must be paid for 
by the fifteenth of the month. These 
gold medal men were the stars-at the 
annual field convention of the company 
which was in session at St. Augustine, 
Fla., January 4, 5 and 6; and which 
was called “The Bankers L‘fe Company 
School of Instruction.” About 325 were 
in attendance and the school idea was 
carried out all through the program. 

The big Ponce de Leon Hotel threw 
open its doors to the Bankers Life out- 
fit one day ahead of time, as the season 
in Florida did not start officially until 
January 2. 

One of the early arrivals was Henry 
Clay Walburn, of Huntington, W. Va., 
built tall and lean on the mountaineer 
type, and possessed of an unique dis- 
tinction in life insurance in that he is 
the sole member of a life insurance 
club. This exclusive organization is 
the Bankers Life’s Million Dollar Club. 
He is being crowded, however, as in 
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1922 twenty agents qualified for the 
Half Million Dollar Club. 

Interesting Figures at St. Augustine 

Among the many interesting figures 
at the convention were these: 

Arthur F. Boles, New York manager 
who has been with the Bankers seven 
years, and who came East from the 
Far West. The New York agency paid 
for more than $3,000,000 last year; 

Dan A. Pleasants, of New York, who 
organized the old Florida Life in Jack- 
sonville and was one of the men who 
started the Great Republic. He has 
been in the metropolis eight years; 

E. L. Miller, of Ravenna, O., a wit 
who has traveled up and down the 
Chautauqua circuit, and who always ad- 
dresses the Bankers’ men upon the 
occasion of their annual dinner; 

B. N. Mills, the clever Des Moines 
daily newspaper city editor, who be- 
came editor of the Bankers publications, 
and who can scent a good selling talk 
argument in a mass of literature a foot 
high; 

Elbert Storer, of Indianapolis, whose 
agency led them all in 1922 with 
$6,200,000 paid; who had seven men 
who averaged $485,000 apiece and ten 
who averaged $419,974 apiece; 

Bryce Childers, of Terrill, Tex., a rea! 
sure-enough cowboy; 


“Andy” Smith, of San Francisco, 
whose agency wrote $4,000,000 last 


year, with a 3% rejection record, seven 
men writing the bulk of the business. 

The St. Atigustine convention was 
opened by President Kuhns who tola 
the agents that the company had closed 
the year with a paid-for business otf 


$135,000,000. It was $126,000,000 last 
year and $112,000,000 in 1920. The 
Eastern division led in 1922 witn 
$23,000,000. 


A New Policy 

Actuary Flanigan described to the 
agents a new policy which has been 
submitted to the insurance department 
for approval. It is insurance to age 65 
with income to the insured at age 65 
written as monthly income in units of 
$10 a month, and having valuable op- 
tions at age 65 if the insured elects to 
accept them. Total disability and 
double indemnity features will be is- 
sued as part of the policy contract ana 
will run to age 65. 

N. C. Tullis, who for the past year 
has been regional manager on the 
Pacific Coast, has been transferred to 
Dallas as agency manager. Severin 
Schulte goes to the Coast after having 
been regional sales manager in the 
Southwest. 

Circulars Get Results 

H. C. Walburn, the company’s leader, 
was honored by being given a session 
to preside over as chairman. He at- 
tributed .his success to the company’s 
methods of circularization. Every agent 
who is an active, full-time man is en- 
titled to have the Home Office send 
out fifty letters to prospects. The 
agents on the job think ‘that the cir- 
cularizing system of the Bankers is a 
world beater. In fact, talks about the 
circulars took up quite a plate on the 
program at St. Augustine. The first 
afternoon session was devoted to con- 
servation, with these sub-titles: 

Change of age cards; retaining busi- 
ness by reducing amount rather than 
losing entire policy; bank aid in collect- 
ing renewal premiums; intensive culti- 
vation of policyholders to prevent lapse. 

Other topics discussed at St. Augus- 
tine follow: 

Writing the policy right— 

Importance of premium-payment dates 
convenient for insured; avoiding 
note settlement for entire first pre- 
mium; advantage of thorough sale 
as compared with high-pressure 
methods; fitting a policy to the 
needs of the insured from the stand- 
point of age, business and finances. 

Advantages of conservation to the sales- 
man— 

Teaching salesmen the value of re- 
newal commissions; advantage of 
moderate production of good busi- 
ness ss compared ‘with a larger 
production of poor business; the 
importance of teaching the value 
of thrift to salesmen; value of sys- 


tematic investment of renewal com- 
missions. 

Duty of Agency Manager to organize 
closely and steadily increase his 
Sales Force— 

How to obtain new salesmen; how 
to instruct new salesmen; advan- 
tage of selection and instruction as 
a preliminary to active work; saw 
ing to salesmen, agency manager 
and company by careful preliminary 
selection. 

Agency Morale— 

Advantage of liberal treatment and 
personal help for all salesmen; 
value of competition and friendly 
rivalry in the agency; big advan- 


tage of keeping men steadily at 
work from the standpoint of all 
concerned. 

The Sale— 


Value of a program and a fixed pur- 
pose; establishing yourself in the 
community; keeping up with the 
times. 

The Approach— 

Value of a good approach; value of 
advance information in regard tu 
the prospect; methods of introduc- 
ing yourself and your proposition 
to the prospect. 

Selling Methods— 

Basing sale on protection; basing sale 
on benefits to assured; how to use 
double indemnity and total dis- 
ability; how to present income 
benefits under settlement options; 
how to present corporation insur- 
ance; inheritance tax. 

The Bankers Life men look like a 

crowd of hard-working agents, ambiti- 
ous, well-dressed and intelligent. 





R. W. FAIRBANKS WITH FATHER 
R. W. Fairbanks, son of Henry B. 
Fairbanks, special agent and one of the 
leading producers of the Connecticut 
General Life of Hartford, has joined 
the office of his father at 130 William 
Street. The younger Mr. Fairbanks 
yas formerly a student at Columbia 
University and is a member of Alpha 
Sigma Phi fraternity. 








PROSPECTS 





We are giving them to our salesmen at the rate of 


40,000 PER YEAR 





Established 
1879 





We Help Our Salesmen 


BANKERS LIFE COMPANY 


Des Moines 








Geo. Kuhns 
President 














Com. Hobbs Rules On 


Points of Group Law 
LIMITATIONS 





JOINT PAYMENT 





Seventy-five Per Cent of Employes 
Must Participate to Make 
Policy Valid 





Commissioner Hobbs of the Massa- 


chusetts Insurance Department has is- 


sued a ruling upon the following ques- 
tion as interpreting the group life insur- 
ance law of the Commonwealth: 


If a concern employing approximately 
10,000 persons decides to buy group in- 
surance of $1,000 for each employe with- 
out contribution with the privilege of 
addi- 

pay 
the entire cost thereof, is it necessary 
that 75% of the total number of em- 


to purchase 
insurance and 


allowing employes 
tional amounts of 


ployes eligible for the insurance should 


apply for the additional amount of in- 
surance in order to make the contract 


effective? 














tatives, among other things: 


T. LOUIS HANSEN, 
Vice-President 


The Guardian 


Home Office . - - 





Agency Co-operation 


as practiced by THE GUARDIAN furnishes to our represen- 


AN AGENT’S TRAINING COURSE—A complete and 
original Educational Course for new and old Agents. 


ADVERTISING HELPS—A Prospect Bureau that devel- 
ops real insurance sales opportunities. Useful advertising 
material which is appreciated by prospects and policy- 
holders helps our Agents to secure new prospects, hold 
old business, and build good will. 


If you want to know the whole story of what this 
Company is doing for its agents, address: 


or 


Company of America 


Established 1860 under the Laws of the State of New York 





GEORGE L. HUNT, 
Supt. of Agencies 


Life Insurance 


50 Union Square, New York 





























Commissioner Hobbs calls attentig 
to the following clauses which had eq 
approved in connection with a grou 
policy, in connection with a question a 
to amount of insurance: 

Clause 1. Basic amounts 
(a) After six months continuous ge; 

vice, $25. 


(b) After two years continuous service 
$500. 


Clause 2. Additional amounts (up 
written request of the employe): 
(a) An amount equal to that in fore 
on the life of the employe under 
(a) or 1 €b). 
After two years continuous serviced 
such further amounts as will caus 
the total life insurance on the li 
of the employe to equal his averag: 
annual earnings during the tw 
years immediately preceding th 
date of the application therefor ( 
nearest multiple of $200) (not { 
any case exceeding, however, $2,000) 
A proviso was added at the end of th 
policy reading as follows: 


“It is hereby specifically agreed th 
(a) at least 75% of the employes elig' 
ee, 





(b) 


ble to make application for addition 
insurance under this policy must hav 
done so before any such additional i 
surance under this policy becomes effet 
tive.” 

It was also asked if a clause wou 
be approved reading as follows: 

“Kmployees with less than five yea 
of continuous service may have issu 
an additional $500 of insurance. E 
ployees with five or more years of co 
tinuous service may have an additio! 
$1,000 of insurance issued. The to 
insurance not in any case exceedin 
however, $2000.” 

Under the language of Section 133 
Chapter 175 the amounts of insuran¢ 
must be based on a plan precludin 
individual selection. In my opinion thi 
condition is met if the additional insu 
ance is a definite sum, uniform for 
specific class, or whether it is detej 
mined, as in the clause already 4 
proved, by the average earnings of th 
employe. My opinion is, therefore, thé 
your proposed draft is within the la¥ 

Group life insurance must be writte 
in accordance with the provisions ‘ 
Section 133 above referred to. This § 
tion provides for two forms of grol 
life contracts (1) where the premiu 
is paid by the employer; (2) where t 
premium is paid by the employer 4! 
employes jointly. A contract such 
you describe and such as the one? 
ready approved is really a combinatid 
of both types. The additional insuran 
is possible only on the theory that it 
part of a contract providing for the P# 
ment of the premiums jointly by ' 
employer and the employe, there bei 
no provisions for group contracts whe 
the premium is to be paid by the @ 
ploye alone. The section distinctly Pq 
vides that when the premium is to 
paid by the employer and the emplo 
jointly and the benefits of the policy @ 
offered to all eligible employes, not 1¢ 
than 75% of such employes may be 
insured. In my opinion, therefore, it 
necessary that 75% of the total num! 
of employes eligible for the insural 
should apply for the additional amou 
of insurance, 
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Some Little Notes 
On Harry B. Rosen 


FACTS ABOUT HOW HE WORKED 








of 


Frederick A. Wallis Believes His 
Record Will Stand for Years; 
Career an Inspiration 





One quality which the late Harry B. 
Rosen had, and which he was never 
slow about recognizing, was the ability 
to make men feel ashamed of them- 
selves. Believing so implicitly and 
whole-heartedly in life insurance, he 
never stopped to think that other men 
might not share his enthusiasm.  In- 
stead, he went on the theory that in so 
ttentioy far as the nobility of life insurance was 
ad bee) eoncerned all men thought the same. 
ae So when he found a man who was not 
; insured, or did not carry as much as 
he thought he should, he would let loose 
ous sey a torrent of condemnation, on the the- 
ory that the prospect was a brute be- 
services cause he neglected his loved ones. 
“You are a fine citizen, I must say,” 
ts (UDO) was a typical Rosen comment. “You 
. would die and leave your family (or 
your business partners) unprotected. 
Well, I always thought you were a bet- 
3 servicel ter skate than that. Why, you ought to 
be ashamed of yourself.” 


And the prospect felt just as uncom- 
fortable as Rosen wanted him to feel. 
He hastened to buy the insurance not 
only to put himself right with Rosen, 
but right with the world. This plain 
talking sounded rather rough some- 
times, but everybody knew that what 
the agent said was the truth. 








in fore, 
» under | 











reed th 
Te elig: The Hotel Astor and the old Hotel 
addition} Knickerbocker were two of Rosen's 
nust hav} hanging out places for a long time, and 
itional if he wrote hundreds of thousands of in- 
mes eff} surance in each. One night some years 
ago six of the best known men about 
use WOU town in New York were sitting at a 
8: round table telling stories when Rosen 
five yea came in and was called over to the 
ive issue table, It developed that with one ex- 
nce. ception the half-dozen at the table were 
us Of COR policyholders of his. 
additio 
The to 


exceedin During one of his favorite “cam- 
paigns’ when Harry would challenge a 
tion 1834 large number of men to match applica- 
insuran} tions with him he would write from 
precludin? twenty to forty a day. The mere physi- 
pinion th cal work of writing forty applications 
onal insv} would seem sufficient to consume all of 
orm for@ his working hours, an outsider would 
t is deteg think. But he did it as easily as a clerk 
lready 4% ina hat store sells hats—sold to every- 
ings of t!) body who came along. Many people 
refore, e Sent him signed applications without 
in the la ‘Soliciting. Thus, during campaigns he 
be writt? frequently got applications from gen- 
ovisions | eral agents and others who had been 
. This 8 done favors by Rosen. He sometimes 
s of gro solicited officers of his own company 
e premlu# and wrote them. 
. where r 
iployer aj 
ot such @ Several years ago Rosen wanted a 
the one § Secretary and hired a good one—an 
ombinatiy attractive widow from Minnesota. In 
1] insurang @Ngaging her he asked her only two 
‘y that it® Westions: the amount of her salary and 
‘or the pa} Whether she was afraid of long hours. 
tly by ( During the year she was with him he 
there bel dictated just four long letters. He was 
-acts Whe t00 busy to write letters and never sent 
by the ¢4 OMe unless absolutely necessary, at 
tinctly P| Which time he would throw a letter over 
m is to } '0 the secretary and say: “Tell him 
ie emplof this” or “Tell him that;” the secretary 
> policy 4 filling in the amenities. 
es, not 1¢ 
may be 
refore, it 
tal num! 
» insural 
Inal amo’ 





























For years Rosen fought against inter- 
ers, and when cornered would say: 
Y should I take a loi of time in talk- 


(Continued on page 4) 




















“A Man of Words 
And Not of Deeds”’ 


The rhyme says that he “is like a garden 
full of weeds”—and the rhyme puts it mild- 
ly. You get very tired of the man who never 
does what he says he will do. 


Unfortunately, many of these “men of 
words” believe what they say. They fully 
intend to do the things they say they will 
do. We are told that the road to the hottest 
of all places is “paved with good intentions.” 
These men who tell you how much they 
expect to do furnish much of the pavement. 


’ 


It is much better to be a man “of deeds.’ 
That man’s garden blossoms and bears fruit. 
Bad luck may start toward him but it never 
quite reaches him; he keeps too far ahead of 
it. Such men carry Life Insurance. They do 
not let to-morrow catch them unprepared. 
They get ready for it to-day. You feel better 
after you have joined the “men of deeds”; 
for, in the words of the rhyme, if you die 
without insurance “You’re dead, and dead, 
and dead indeed.” 


Don’t let the good you do be buried with 
you. 


The Prudential 


Insurance Company of America 
Incorporated under the Jaws of the State of New Jevsey 


EDWARD D. DUFFIELD, President 
Home Office, Tlewark, New Jersey 











Complete Revision 
Of Policies Made 


BY NORTHWESTERN NATIONAL 
Important Changes in Company Prac- 
tice and Forms Explained By 
Actuary Hale 





The Northwestern National Life, or 
Minneapolis, has made a general re- 
vision of its policy forms and rate 
book and has put into effect a. number 
of important changes in practice, which 
J.S. Hale, actuary for the company says, 
is aimed to give the company’s repre- 
sentatives an equipment, to meet every 
demand of the buyer of life insurance. 

A new monthly income policy, pro- 
viding for an income for ten years, on 
whole life, 20-payment life and 20 year 
endowment, supplements the twenty 
year income policies on the same plans. 
The continuous monthly income, on 
whole life and twenty payment life, is 
quoted with payments guaranteed for 
ten years certain and as long there- 
after as the beneficiary lives, as well as 
for twenty years certain. An endow- 
ment maturing at age 60 and one ma- 
turing at 65 give the company a line 
of endowment policies aimed to meet 
every requirement of the buyer. The 
retirement income has been changea 
to include income disability (subject tu 
medical examination) and a_ special 
cash value at maturity. The twenty 
year endowment, continuous monthly 
income, and the indebtedness term 
policies are withdrawn. 

Changes in Contracts. The entire 
policy has been rearranged to make 
it an easier document to sell from and 
to emphasize the salable features. The 
contract starts out with the words 
“Agrees to Pay” instead of “Hereby 
insures the life.” The disability benefit 
is featured on the first page, stating 
“The Company further agrees to pay 
to the Insured ——— dollars per month,” 
etc. The second page contains at the 
top the disability clause which provides 
for waiver of premiums and payment 
of an income of $10 per month, per 
thousand of insurance, without reduc- 
ing the loan values or the amount, pay- 
able at death. Proof shall be furnishea 
that the insured is totally and per- 
manently disabled and has been so dis- 
abled for sixty days, and the first in- 
come payment is payable upon receipt 
of proof without the six months’ waiting 
period contained in our present policies. 
Next comes the Dividend Clause to which 
has been added a provision that reserve 
on paid-up dividend additions and divi- 
dends left to accumulate may be used 
to pay up the policy or mature it as 
an endowment. 

The loan clause which follows the 
dividends has been supplemented by a 
premium loan provision by which, after 
the insured has made the request, any 
premiums which are not paid when due 
will be automatically paid by a !oan 
as long as the cash value is sufficient 
to cover. The request for this feature 
may very conveniently be made in the 
application. 

In the surrender value clause whicn 
completes the second page, the paid-up 
insurance option is made participating 
instead of non-participating as it has 
been in previous policies. 


The top of the third page is usually 
obscured by the copy of the application 
and the double genera! accident rider 
and the company has therefore placed 
there the general provisions of the 
policy—Incontestability, Insured’s Con- 
trol, Grace, Change of Beneficiary, Basis 
of Valuation, etc. There has been add- 
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NEW FEATURES IN POLICIES 
Central States Life, St. Louis, Brings 
Out Additional Contracts and 
New Rate Book 


ed a new clause providing for change 
of plan to higher premium policies. 

Last, comes the modes of settlement 
clause which has been materially broad- 
ened. The interest option has been re- 
worded to permit its use to be directed 
by the insured. The life income which 
previously provided for annual pay- 
ments for twenty years certain and as 
long thereafter as the payee survives, 
now gives the choice of having the 
payments certain continue for five, ten, 
fifteen or twenty years. The amount 
of annual payments, particularly at the 
higher ages, is considerably increased 
as the number of payments are de- 
creased. Provision is made to have in- 
stalment payments made semi-annually, 
quarterly or monthly, and the method 
of ascertaining the amount of periodi- 
cal payments is given in the policy. 

The doub!e general accident benefit 
will be handled by means of a rider as 
heretofore, but it will be printed on thin 
paper and pasted in the policy, which 
will materially decrease the bulkiness 
of the document. 

Substandard Policies. The Company 
has for many years issued sub-standard 
insurance. Three methods of rating 
have been used—First, graded death 
benefit or the lien method, upon which 
but few policies are now issued; sec- 
ond, the rating in age; and third, the 
flat extra premium. The first twu 
methods, the lien and rated age, will 
be discontinued and in their p!ace will 
be used the multiple table method by 
which the premiums and policy values 
are calculated on mortality tables re- 
flecting the additional percentage of 
mortality anticipated. The rate book 
contains eight substandard premium 
tables, as well as the cash values of 
policies written at the table rates. Pre- 
mium rates are given for whot!e life, 
twenty payment life and twenty year 
endowment policies, both with and with- 
out disability. The policies will con- 
tain cash, paid-up and extended insur- 





The Central States Life, of St. Louis, 
has brought out several new policies 
and a new rate book, the policies hav- 
ing the following new features which 
are pointed out by Vice-President George 
Graham: 

Automatic premium loans, loan insur- 
ance, privilege of exchange, endowment 
option on all limited payment life forms, 
paid-up life privilege on all endowment 
policies, comp'ete beneficiary clause, 
control of policy entirely in insured’s 
hands, trust fund privilege in settle- 
ment of proceeds of policy, complete 
installment settlement privileges, divi- 
dends from excess interest earnings uu 
all trust fund and installment settle- 
ments whether policy is participating 
or non-participating, monthly income 
increased by dividends from excess in- 
terest earnings on all continuous in- 
come policies on both participating and 
non-participating plans. 

Income on ideal protection policies is 
increased by dividends from excess in- 
terest earnings on non-participating a» 
well as participating forms, there are 
post mortem dividends on participating 
policies, excess interest is allowed on 
dividend deposits, part‘cipating annual 
dividend privilege on all limited payment 
life policies written at non-participat- 
ing rates, after policy has become paid- 
up for the face amount by its terms, 
cash surrender value allowed at any 
time on a policy continued as reduced 
paid-up or extended term insurance, 
liberalized disability benefit maturing 
policy as endowment at age 60 follow- 
ing five years of total permanent dis- 
ability. 

Reduced non-participating premium 
rates follow: 


Age 35—Table A 


ance values. Disability and double ac- Old New Reduc- 
cident benefits will be included in the Plan Rate Rate tion 
substandard policies unless the nature Ordinary Life ..$23.70 $21.58 $2.12 
of the impairment does not permit. 20 Payment Life. 31.71 29.61 2.10 

Change in Company Practice. The 20 Year End. .... 45.32 42.65 2.6'1 


income disability and double accident 
benefits wil! be added to old policies 
not containing these benefits upon the 
insured’s furnishing satisfactory evi- 
dence of insurability. For disability a 
new medical examination, the cost of 
which will be four dollars, will be re- 
quired unless additional insurance is 
applied for, in which case the new ex- 
amination will suffice. Since occupation 
is the chief factor in the determinatton 
of double accident benefits, a special 
form of application for the addition of 
these benefits is being’ prepared. Med- 
ical examination is not usually neces- 
sary but may be required. 

New Features Retroactive. The so- 
called six months’ waiting period in the 
income disability clause which is elim)- 
nated in the new policies will be made 
retroactive to all old policies so that 
any policyholder who becomes disabled 
and furnishes proper proof will receive 
the first income payment immediately 
upon receipt of proof even though his 
policy states that he must wait six 
months. The old disability clause is 
made identical with the new except as 
to the amount of payment and inasmuch 
as the premium for the $10 per month 
clause is twenty per cent higher than 
the $100 per year clause, the two are 
of equal value. On this account, no 
policy containing a $100 per year per 
thousand disability income will be re- 
issued to include the new clause. 

All paid-up insurance, whether the 
policy so provides or not, will be par- 
ticipating. 


Extension of premium rates down to 
age 10 and up to age 65. Applicants 
will be considered up to age 70 on the 
Ten Year Endowment plan, premiums 
after the first year may be paid an- 
nually, semi-annually or quarterly, re- 
duction in Double Indemnity Rate to 
$1.75 per $1,000. 





“BISHOP” SAMUEL B. LOVE 

Samuel B. Love, Virginia manager 
for the Mutual Life of New York, with 
Richmond headquarters, sprung a sur- 
prise on two bishops who happened to 
be calling on him at his office the other 
day. “You may not realize it, gentle- 
men,” he told them, “but I regard my- 
self just as much of a bishop as either 
of you are. I am an elder in the Second 
Presbyterian Church of Richmond, and 
if you will read your Bibles closely you 
will observe that an elder was regarded 
as being on the same plane as a bishop.” 
To prove the point he showed that 
“Presbuteros,” the Greek word for elder, 
is synonymous with “Episcopos,” which 
was the Greek word for bishop. His 
distinguished callers agreed to recog- 
nize him as a bishop. One of them 
was Bishop Collins Denny, of the Metho- 
dist Episcopal Church, South. The 
other was the Rt. Rev. J. Craik Morris, 
overseer of the Episcopal missionary 
district of Panama. 





LIFE UNDERWRITERS MEET 

At the January meeting of the Life 
Underwriters Association of New York, 
which was one of the largest held, Chas. 
C. Gilman, of Boston, was the chief 
speaker. Benjamin Anchell and Nelson 
F. Chambers of the New York Life put 
on their sales demonstration, which was 
first given at Banff Springs. 





F. & D. CLAIMS LARGEST BOND 

A bond for $5,000,000 covering Ben- 
jamin Franklin Coffman as county tax 
collector of Marion County, Illinois, has 
been written by the Fidelity & Deposit 
and goes to the credit of W. H. Hans- , 
mann, manager of the company’s Illinois 
branch. Company officials believe this 
to be the largest public official bond 
ever written by a surety company, 





f The widow who collects a few thou- 
sand dollars on a life insurance policy 
soon finds that there are brokers ahead. 
—Adapted, 


Bookstaver Agency 
Leads the Travelers 


DECEMBER PAID $3,671,505 


Final Month Believed Set New Record; 
Head Company Agencies for 
Third Year 








The Joseph D. Bookstaver Generar 
Agency of the Travelers Insurance Co., 
in New York, led al! agencies of the 
company throughout the country ac- 
cording to advices from the home office 
in new paid for business and new first 
life premiums. The total paid for dur- 
ing 1922 amounted to over $15,000,000, 
which places the agency up among, the 
first ten in Greater New York. A 
greater record of production than this 
was achieved in December, however, 
when the agency paid for $3,671,505, a 
figure which, if it does not set a new 
high mark for a single agency for one 
month, does stand out as one of the 
conspicuous agency performances of the 
year. Exact data are not available for 
comparison of monthly production. This 
December business is approximately 
double the volume paid for in December 
last year. It is also 25 per cent; of the 
total for the year. 

The growth of the Joseph D. Book- 
staver agency has been phenomenal. 
In 1911 the agency paid for $275,000. 
Last year it wrote one-sixth of al! of 
the business written by the Travelers 
in Greater New York, where the com- 
pany has a large number of agencies as 
well as branch offices. The volume 
produced by the Bookstaver agency con- 
stitutes about 3 per cent of the Trav- 
elers production throughout the United 
States and Canada. 

This is the third year that the Book- 
staver Agency has led all Travelers 
agencies. During these three successive 
years the agency has paid for over 
$43,000,000. In commenting on the re- 
sults Joseph D. Bookstaver said: 


“This production record is the result 
of the efforts of the agency force, not 
the individual work of the heads of the 
agency. As a matter of fact the heads 
of the agency write very little business. 
This is an agent’s agency and those 
who direct it devote their time to the 
problems of the individual agent. We 
have no special agents with special 
compensation, but do assign special as- 
sistants for the closing of cases, for 
which assistance no charge or division 
of commission is made against the 
agent.” 





TO BROADCAST METROPOLITAN 
CONVENTION 

One of the features of the coming 
annual convention of the managers of 
the Metropolitan Life at the home office 
this month will be the broadcasting of 
portions of the proceedings by radio. 
This is the first time that the proceea- 
ings of a company convention will have 
been broadcasted and it will be the first 
time that the rank and file of the Metro- 
politan agents will have the opportunity 
of listening to the proceedings as the 
delegates to the meeting are limited to 
managers, assistants, leading agents 
and guests. 





AETNA BROADCASTING SERVICE 


A rather unique plan for taking .ad- 
vantage of the interest in radio has 
been put into effect by the Aetna Life 
and Affiliated Companies with the co- 
operation of the “Hartford Courant.” A 
regular broadcasting service has been 
inaugurated in the course of which talks 
on fire prevention, accident prevention, 
and similar subjects will be broadcasted 
from the “Courant’s” station WDAK at 
frequent intervals. An interesting fea- 
ture of this new service is that display 
advertisements 5% inches double col- 
umn are being published in the Hart- 
ford papers on the day the talks are 
given, announcing the subject and the 
speaker. In this way the interest in the 
talks ig greatly increased. 


ee 


ADOPTS 1923 DIVIDENDS 





Connecticut Mutual Life Approves Dis. 
bursements on Liberal Scale 
for All Policies 





The Connecticut Mutual Life hag 
adopted its dividends for 1923 which 
are as follows on a few selected policies 
and at given ages per 1,000 of insur. 
ance. 


Ordinary 
Ageatissue 25 30 35 
Policy 
Year 
ee are $3.58 $3.87 $4.24 
OPEC 3.97 4.36 4.84 
Us eee 4.72 5.26 5.93 
i eae 5.60 6.29 Ti 
Twenty Payment Life 
Ageatissue 25 30 35 
Policy 
Year 
re $3.83 $4.04 $4.29 
BE csorsle ces 4.66 4.96 5.31 
(eee 6.24 6.70 7.25 
ROOE seas’ 8.12 8.77 9.52 
Twenty Year Endowment 
Ageatissue 25 35 
Policy 
Year 
Bee Siareravcrale $6.62 $6.65 $6.72 
Ge eet aioe. 8.23 8.26 8.34 
MOU i603 11.33 11.30 11.43 
BOO Godel 15.05 15.08 15.14 


MAKES NEW HIGH RECORD 





Cc. B. & H. M. Taylor Agency, of Phila- 
delphia, Set!’ New Mark in 1922 
Paid-for Business 





C. B. and H. M. Taylor, general agents 
at Philadelphia for the Northwestern 
Mutual Life closed the year with over 
$4,000,000 paid for business, an increase 
over the previous year of $1,319,574 or 
about 49 per cent gain. This exceeds 
the agency’s best previous year, 1920, 
by $181,444, 

Pau! Esling leads the agency in paid 
for business with $326,500 and William 
G. Bedford stood first for written bus!- 
ness with $500,300. 








LITTLE NOTES ON ROSEN 
(Continued from page 3) 


ing to you when I might be protecting 
somebody’s life in the meantime.” The 
first long interview he ever gave was 
to a representative of The Eastern Un- 
derwriter, who after trailing him un- 
successfully for days and finding mes- 
sages and requests to telephone ignored 
got angry and woke Rosen up about 2 
o’clock in the morning. After that he 
relented and became amiable in his rela- 
tions with reporters, but nothing could 
induce him to go to a photograph gal- 
lery. 

Rosen thought out reasons for taking 
business insurance far in advance of 
most of his fellows. There wasn’t an 
argument of this kind which he did not 
know. Hard times to him meant simply 
additional reasons for insurance. 





Frederick A. Wallis, manager of the 
Fidelity Mutual Life for Greater New 
York, pays the following tribute to 
Harry B. Rosen, who died last week: 

“It is amazing what one man can 
accomplish. We are not only masters 
of our own fate but the directing genius 
of our daily achievements. 

“Harry B. Rosen, an immigrant boy, 
untutored in letters and of foreign 
tongue and in strange environment, 
fought his way from an humble begin- 
ning to the foremost personal producer 
of life insurance. 

“This is but another proof of the 
unlimited possibilities in America for 
a boy of vision and determination and 
singleness of purpose. Mr. Rosens 
record of millions of new business an 
nually will probably hold its place in 
insurance annals for many years to 
come. There is no business or profes 
sion today that holds for the vigorous 
and ambitious young man of honorable 
endeavor a wider or more lucrative 
field than that of life underwriting. 











January 


a 


Tl 
Ind 


—— 


A. O. 
Gro 





FROM 


Popular 
Produ 


As an 
their lo 
Virginia 
the Atle 
sented a 
all full ti 
a Christ 
group Po 
of whict 
ployed tk 
years, $1 
three ye 
less than 
and less 
years an 

In a let 
of the g 
carry th 
tained w 
you cont 
will be 
become 
amount ( 
may be 
peace of | 

The in 
Prudentia 
Virginia 
The Atla 
form of 
policy re, 
proximate 

Manage 
leased a 
the Virgi 
of the co 
amount d 
recorded 
for 1922 
$8,824,265 
wrote a y 
‘id in a 
the outsi 
all others 
year in V 
cially pre 
the year ¢ 
8 for D 


AS usua 
With the 
business ¢ 
o the ec 





— 








23 | January 12, 1923 


5 


THE EASTERN 


UNDERWRITER 








nn 





.|| THE PENN MUTUAL 


is national in the scope of its operations. 
It is individual in the service that it renders 
to its members and to its field representa- 


tives. 
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Back of your independence it is ready to 
stand as an economic bulwark. 


The Penn Mutual Life Insurance Co. 


Philadelphia 
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A. O. Swink Gives 
Group Life Insurance 
To His Employees 


FROM $1,000 TO $5,000 LIMIT 





Popular Atlantic Life Manager Heads 
Production List of Company For 
1922 With $8,491,810 





As an evidence of appreciation of 
their loyal support and co-operation, 
Virginia manager Angus O. Swink of 
the Atlantic Life of Richmond, pre- 
sented all employes of his office, ana 
all full time agents in his territory with 
a Christmas gift in the shape of a 
group policy of life insurance, the plan 
of which is as follows: Those em- 
ployed three months and less than two 
years, $1,000; two years and less than 
three years, $2,000; three years and 
js than four years, $3,000; four years 
and less than five years, $4,000; five 
years and more, $5,000. 
Ina letter addressed to each recipient 
of the gift, he said: “So long as 1 
carry the insurance, it will be main- 
tained without expense to you, and as 
you continue your service the amount 
will be increased annually until you 
become entitled to the maximum 
amount ($5,000). .I hope this protection 
may be the means of adding to your 
peace of mind and comfort.” 
The insurance was written in The 
Prudential through Thomas P. Reynolds, 
Virginia manager for that company. 
The Atlantic Life does not write this 
frm of insurance. The cost of the 
wlicy represented the premium on ap- 
ptoximately $200,000 worth of insurance. 
Manager Swink was more. than 
jleased at the total of business which 
the Virginia agency put on the books 
ofthe company in 1922, although the 
amount did not quite reach the total 
tecorded the previous year. The total 
for 1922 was $8,491,810 compared witn 
$3824,265 for 1921. Of that amount he 
wote a million and a half personally 
‘id in addition placed $1,100,000 on 
the outside. His company still leads 
il others in paid for business for the 
year in Virginia and of this he is espe- 
tly proud. His force rounded out 
the year of 1922 with a total of $1,353,- 
08 for December. 

Leaders Meet 
As usual, Manager Swink came across 
wth the biggest volume of personal 
business of any in the entire territory 
ot the company for the year. This 
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PHILADELPHIA LIFE INSURANCE (CO. 


Home Office Building: 
111 NORTH BROAD STREET, PHILADELPHIA, PA. 


President, CLIFTON MALONEY 
ONLY HIGH-TYPE MEN AND WOMEN CAN OBTAIN CONTRACT 
TO REPRESENT THIS COMPANY. 
FOR SALESMEN AND SALESWOMEN OF SUCH TYPE WE HAVE 
AN INTERESTING CONTRACT TO OFFER, BACKED BY 
REAL CO-OPERATION. 


JACKSON MALONEY 
Vice-President 
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Admitted Assets 
tality 


Address: 





EQUITABLE LIFE 


Insurance Company 
OF IOWA 
Results of 1921 


Insurance in Force......... 


Prey errs $ 39,234,839.04 
Ratio of Actual to Expec 


68% of all business written since organization 
still in force. 


For information regarding Agencies 


1923 


saanaa’ $286,934,616.49 
ted Mor- 


34.7% 


Home Office, Des Moines 








ranked him as the leading ace of the 
company. Richard L. Dobie, district 
manager at Dobie, came second with 
a total of $750,000. Both he and Mr. 
Dobie were among those in attendance 
at the Aces annual convention held at 


the Carolina hotel at Pinehurst, N. C., - 


the meeting opening Monday and con- 
tinuing through Wednesday. Altogether, 
thirty-five agents qualified as aces. A 
special coach bearing home office offi- 
cials and other representatives of the 
company left Richmond for Pinehurst. 
In the party were Charles G. Taylor, 
Jr., vice-president and actuary; Edmund 
Strudwick, Jr., vice-president; Dr. F. 
P. Rightor, medical director; F. P. Rice, 
assistant to Vice-President Taylor; 
Virginia Manager Swink, Arthur Levy 
and others. 


It was announced before departure 
of the party that the company is plan- 
ning to move on May 1 from the Vir- 
ginia Railway and Power building into 
the ten-story Chamber of Commerce 
building which it bought several years 
ago. It will occupy four or five stories in 
its new home. It long ago outgrew its 
cramped quarters in the other building. 
Prior to the purchase of the Chamber 
of Commerce building which stands av 
Sixth and Main streets, the company 
acquired a site at the southwest corner 
of Ninth and Franklin streets overlook- 
ing Capitol Square with a view of erect- 
ing a home office building there. It 
is understood that it has not abandoned 
this plan altogether and may at some 
later date put up a handsome home for 
itself on that site. 
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ARE YOU FITTED TO BE A MANAGER? 


A high grade life insurance man who wants a chance to improve his 
Position and prospects will do well to correspond. 

The COMPANY is an old established one of high reputation and operates 
accord with insurance laws of New York State. 

The TERRITORY is Milwaukee and Southern Wisconsin in which we 


| The CONTRACT is a liberal one with allowances, and the FUTURE is 
| BRIGHT for the RIGHT MAN. A Home Office official will arrange 


If you think YOU are the men for this job state your qualifications and 
} “USiness experience, your age and your references. 
All applications will be treated in confidence. 
Address Superintendent of Agents 
c/o The Eastern Underwriter, 86 Fulton Street, New York 
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PRUDENTIAL’S LOAN RECORD 





Nearly One Hundred Million Put Out 
During 1922; Increases on Farm 
and City Mortgages 





Mortgage loans totaling $99,646,000 
were made by The Prudential during 


1922. The annual report of the com- 
pany’s Real Estate Loan Departm2nt 
shows that of this total $48,735,556 
were loans made on dwellings and 


apartment houses and the balance loans 
on farm lands and city real. estate. 

The $48,000,000 covered 8,868 loans 
on single dwellings, built to accommo- 
date 10,092 families and aggregating 
$33,805,256. The balance of $14,930,300 
were loans made on 548 apartment 
houses to accommodate 6,579 families. 
According to The Prudential’s figures 
16,671 families have been provided with 
housing facilities during the year by 
reason of these mortgages. 

The December record for the company 
shows total loans of $5,474,314 on 
dwellings and apartments to accommo- 
date 2,082 families. 

The Prudential materially increased 
its city and farm loans in 1922, pro- 
viding $17,000,000 on centrally located 
business houses, mercantile establish- 
ments, stores and office buildings and 
$33,000,000 on farms. 





ISSUES NEW BOOKLETS 
The Equitable Life Assurance Society 
has brought out two attractive new 
booklets, “Every Month of Every Year,” 
on income insurance and “The Modern 
Girl and Her Money” devoted to in- 
surance for women. 


A. MOSELEY HOPKINS 
Manager of Agencies 





HALL & McNAMARA’S RECORD 





Produce Over $9,000,000 In First Calen- 
dar Year; Agency Has Thorough 
Educational System 





Hall & McNamara, New York generat 
agents of the Penn Mutual Life, report 
that they paid for $9,024,000 in 1922 
which is a remarkable record in view 
of the fact that this is the first calendar 
year of the agency. The contract with 
the Penn Mutual Life went into effect 
May 1, 1921. 

Education has been the keynote in 
the Hall & McNamara system, every 
agent joining the organization, complet- 
ing an all-day-three-weeks course of in- 
struction under practical men, before 
attempting street work at all. During 
the first six months, the beginning 
agent attends a daily “problem” class 
at 9 A. M. for one-half hour under the 
supervision of D. B. Adler, production 
manager, of the Hall & McNamara 
forces. 

J. Elliott Hall and John C. McNamara, 
Jr., the’ firm members, conduct a lec- 
ture Monday and: Tuesday evenings for 
the benefit of their outside agents. A 
night school of instruction is also oper- 
ated twice weekly on Tuesday and 
Thursday evenings, seeking to cover a 
complete course in fifteen weeks. This 
last course is designed for prospective 
full time men only. During the period 
of attendance, no commissions whatso- 
ever are paid in cash, but are banked 
until the time the agent’s education is 
completed. The members of the class 
must become full-time men within six 
months from the beginning of the class. 


All outside production of Hall & Mc- 
Namara is under the supervision of 
Anthony P. Uihlein, assistant production 
manager, who has built up an exceea- 
ingly efficient service through a corps 
of Brokers’ Representatives, including 
Richard B. Chapman, James T. Hodgs- 
kin, William R. Julius, Pierre St. John 
and Ward W. Stine. Leo Louprette is 
in charge of the instruction courses and 
is developing a statistical, law and tax 
ruling department. 





NINE MONTHS’ RECORD 

The I. A. Lewis general agency of the 
Equitable in New York reports a total 
of $3,000,000 paid-for business during 
the first nine months of its existence. 
Three assistant managers have been 
appointed and thirty-seven men are un- 
der contract. Mr. Lewis feels that the 
groundwork has been laid for an effi- 
cient producing force and that he is 
ready to start overtaking company 
records this year. 
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who had requested information. 


new business result of 1920. 





since 1878. 





FIDELITY LEAD 


brings the agent into contact with interested buyers of life insurance. 
Last year we distributed 47,604 direct leads—all interested 
In 1921 this service, and 
original policy contracts, brought us within 744% of the unparalleled 


Fidelity operates in 40 states. Full level net premium reserve basis. 
Insurance in force over $223,000,000. Faithfully serving insurers 


A few agency openings for the right men. 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 
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Group Claims Show 
Need of Protection 


STATISTICS OF TRAVELERS 


Study of Group Cases Shows Families 
Have Little, if Anything, Above 
Necessities 


“A Look at the Widow’s Assets,” is 
the subject of an interesting article by 
William B. Bailey, economist of the 
Travelers. Mr. Bailey writes from the 
standpoint of the group life insurance 
check found in the assets of a widow. 
He says: 


For some time the Travelers has as- 
serted that a successful industrial plant 
needed a group life policy to cover the 
employes just as much as it needed 
boilers—the one, to generate goodwill; 
the other, power. The advantages of 
group protection have been shown by 
picturing the number of dependents and 
the extremity of their need. Actual 
figures upon these points have not been 
available. But at last, by means of a 
comprehensive study of the first thou- 
sand group death claims paid during 
the year 1922, the company has reached 
a position where it can substitute fig- 
ures for conjecture. 

This study showed that 88% of the 
deaths were of men. It has been the 
boast of this country that its men earn 
enough to support their families and 
that their wives care for the home and 
children. It is possible that in this 
respect we have the advantage over any 
other nation; but the loss upon the 
death of the breadwinner is all the 
greater. Almost exactly two-thirds of 
the thousand insured were married. 
This means that whenever an industrial 
worker dies, the odds are two to one 
that he has left behind a widow to 
struggle on alone; and, in the majority 
of cases, when he is under 40, young 
children in addition. Over two-thirds of 
the 300 who died between the ages of 
30 and 50 were married men with fam- 
ilies dependent upon them. Over one- 
half of the insured were over 50 at 
death and approaching the age when 
their earning capacity would begin to 
diminish. 

The average weekly wage of the men 
at death was about $31.15 and of the 
women about $19. Over half of the men 
earned between $20 and $40 and over 
half of the women between $10 and $20 
a week. There were only 19 men who 
received over $75 a week and only 2 
women who received over $40 a week. 
At best the margin above the family 
necessities was small; and, when the 
breadwinner was removed, a real strug: 
gle began. 

Of the thousand insured, all but 277 
left one or more persons who had been 
totally dependent upon their earnings 
for support; and in many of the remain- 
ing cases the insured had helped to 
ward the support of the family. The 
thousand insured left 1,471 dependents 
or almost exactly 1.5 dependents per 
insured. The largest number of depen- 
dents was left by those who died be- 
tween the ages of 40 and 50, when it 
was about 2.7. The married men who 
died between the ages of 25 and 50 left 
about 3.2 dependents each. Six hun- 
dred and thirty-seven widows, 677 chil- 
dren under 16, 6 crippled children over 
16, 92 parents, 2 grandparents, 18 grand- 
children, and 28 other aged relatives in 
all sorts of combinations had been total- 
ly dependent upon the earnings of the 
insured. The largest number of the 
children under 16 left by an insured 
was nine. In case the insured left a 
widow and children, the average num- 
ber of dependent children was 2.4. 

Of the thousand insured, 251 owned 
their homes at the time of death and 
in 113 cases these homes were free and 
clear. Slightly over half, 505, lived in 
rented homes or apartments, 167 board- 
ed or lived with relatives, 77 lived in 
boarding houses. The average value of 
the homes was about $4,700 and the in- 
debtedness upon the mortgaged homes 








next birthday. 


and are up-to-date in every respect. 


are guaranteed by State Endorsement. 
PEACE 


BASIL S. WALSH, President 
JOSEPH L., ee een 








INDEPENDENCE SQUARE 


HOME LIFE INSURANCE COMPANY of AMERICA 


INCORPORATED 1899 
PROTECTS THE ENTIRE FAMILY 
This Company issues all modern forms of policy contracts from BIRTH to 6 years 


INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from date of issue 


ORDINARY POLICIES contain valuable SPECIAL DISABILITY and TOTAL AND 
PERMANENT DISABILITY CLAUSES and DOUBLE INDEMNITY FEATURES, and 


A HOME LIFE POLICY BRINGS 
F MIND TO THE 
MAN WHO LOVES HIS FAMILY 


E. BRYAN KYLE, Medical Director 


P. J. CUNNINGHAM, Vice-President 
JOHN J. GALLAGHER, Treasurer 








PHILADELPHIA, PA. 











averaged about $1,150. Size of family 
and rate of wages seemed to have little 
effect upon home ownership. 

Of the total, 346 left no insurance or 
savings at death. Only 26 left a per. 
sonal estate of over $5,000. Industrial 
insurance alone was left by 238 and in 
80% of these cases, the policies were 
for less than $500. Regular life insur. 
ance was carried in 214 cases; and for 
70% the amount was $1,000 or less. 
Burial benefit was left by 141, and in all 
but 17 cases the amounts were under 
$500. Savings bank deposits, Liberty 
Bonds, etc., were left by 234, but in only 
30 cases was the amount $2,000 or over. 
The total personal estates were about 
$750,000. This amount, however, was 
left by 645 persons, the average of 
whose personal estates was about 
$1,150. If we assume that these thou- 
sand insured were typical of the Ameri- 
can wage-earner, 785 left a personal 
estate of less than $1,000, while 346 of 
this number left practically nothing. 
Less than one in ten had accumulated 
at death an estate in the form of quick 
assets amounting to $2,000. The value 
of the real estate holdings, less mort- 
gage indebtedness, was about a million 
dollars. So the jtotal real and personal 
estate was about $1,750,000. 

The amount received by the bene- 
ficiaries from the thousand group life 


policies was about $1,020,000. This con- 
stituted an addition of about 60% to 
the total estates of the insured and of 
nearly 130% to the available quick as- 
sets of these families. The money re- 
ceived from the group policies was thus 
about 25% larger than all the other in- 
surance, savings bank deposits, Liberty 
Bonds etc., which had been accumu- 
lated in a life time. 

The assertion has never been made 
that group insurance should take the 
place of regular life insurance; but this 
study shows that in the family of the 
average workman in this country, group 
insurance is a godsend. Let the ad- 
justers who visited the beneficiaries tell 
the story: 

Dependents—widow aged 29, 
aged 3, daughter aged 1%. 

Total Estate—none. 

Amount of Group Insurance—$750. 

At the time of death, insured’s wife 
states she had only eighteen cents in 
the house and that her husband, the de- 
ceased, had only three or four dollars. 
She says this insurance is a godsend. 

Dependents—widow aged 28, son 
aged 4. 

Total Estate—$200 in savings bank. 

Amount of Group Insurance—$1,500. 

Insured’s wife is pregnant and ex- 
pects to be confined within a day or 
two. With the exception of about $200 
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Mouse are the proverbs: 





as king among his fellows. 
in battalions”. In a 


up, what evil have you done?” 
Poor Turk! 


poor pickin’. 


to live in quiet surroundings. 


get enough to ea 
Job’s Turke 


comforters than Job had. 








Job’s Turkey & The Church Mouse 


Tk ONLY authentic records we have respecting Job’s Turkey and the Church 


“Poor as Job’s Turkey”, and 
“Poor as a Church Mouse.” 


It may therefore be safely assumed that Job had a turkey, and that a mouse dwelt 
in a church, and that both turkey and mouse were very much attenuated. 


Job was righteous; he was rich; he had a large family; he sat as chief and dwelt 

But when troubles came, they came “not single spie 
day all outward possessions were lost. 
deans, “the fire of God”, and the “great wind from the wilderness” made a clean sweep, 
and the bearers of bad news trod upon each other’s heelg to tel] it. 
health, but not for long, for soon he lost that -also. 
was let loose upon him”, for that is what the record says, only in more 
And then came the run-in with his four self-righteous friends—men who professed to 
know the will of God and who said in short.—‘It’s ali your fault, Job. Come now, own 


s, but 
The Sabeans, the Chal- 


Job still had his 
It ig not profanity to say, “Hell 
olite language. 


When there were 7,000 sheep, 3,000 camels, 500 yoke of oxen and 500 she-assegs upon 
Job’s estate, the turkeys fared well, but when these were all gone, and with them all 
Job’s servants except the four who escaped to tel] the bad news, it must have been 

He had’ to scratch for a living—and he got thinner and 
thinner until it came to be a proverb—“Poor as 
of a plain case? Job’s Turkey was poor because he didn’t get enough to eat! 


It was the same with the Church Mouse. He wag eminently respectable and liked 

The church gociables and the meetings of 
societies when “light refreshments” were served always left a few fragments which, 
with judicious hoarding and self-denial, kept the mouse alive. 
that any +o ee cat Would have disdained to eat him—poor because he didn’t 


Job’s Turkey”. Why make a mystery 


the various 


But he wag so poor 


and the Church Mouse were poor because they didn’t get enough to 
eat; some people don’t get enough to eat because they are poor! : 


A man who is as rich as Job was can now arrange his affairs in such a way that the 
Sabeans, the Chaldeans, “the fire of God”, and the “great wind from the wilderness” 
cannot make him poor; and when he loses his health permanently, he will have better 


The man who has only his hands to work with can so protect himself and his 
family that permanent loss of health will not mean total loss of income, nor loss of 


life mean that his wife will be “poor as a church mouse”, 
But he must get this protection before his enemies are in sight. 
Many agents of the New York Life Insurance Company have warned you of the 


approach of those enemies. 


Send for one to-day and learn how to defeat them. 


New York Life Insurance Company 
346 Broadway, N. Y. 


DARWIN P. KINGSLEY, President 





' but if allowed to proceed until 


in the bank, the family has no money 
or income at all. Widow states that the 
proceeds of ths policy will help to keep 
the home together and provide for the 
son’s education. 

Dependents—widow aged 50, 2 
daughters aged 14 and 13, 2 gong 
aged 12 and 10. 

Total Estate—a house valued at 
$900, mortgage for $700. 

Amount of Group Insurance—$1,500, 

Dependents were wholly without 
money and there was no fuel or srocer. 
ies in the house Had to guarantee the 
undertaker’s bill before he would bury 
the deceased Family would become 
town charges without the group insur. 
ance. 

Dependents—2 unmarried sisters 
over 60, aunt aged 80, feeble 
minded son aged 28, granddaugh. 
ter aged 12. 

Total Estate—none. 

Amount of Group Insurance—$1,000, 

Deceased was sole support of the fam- 
ily. Family live in great poverty. In- 
surance money only asset. One of the 
saddest cases I have ever seen. 

Dependents—widow aged 50. 

Total Estate—none. 

Amount of Group Insurance—$1,800, 

The insured was blind. He was em- 
ployed by employer 32 years. His widow 
probably has consumption. She is now 
in a hospital. Insurance money will 
bury deceased and send ailing wife 
away to the mountains for a cure. 

Dependents—widow aged 50, son 
aged 8, daughter aged 5. 

Total Estate—none, 

Amount of Group Insurance—$800. 

Family of this insured destitute. Part 
of the $800 insurance benefit will be 
used to defray funeral expenses. With 
the balance the wife plans to take her 
two children back to Italy, where she 
has relatives. The wife speaks no Eng- 
lish and the home and surroundings of 
this insured indicated the stress of pov- 
erty. 

Dependents—widow aged 36, 2 sons 
aged 13 and 2, daughter aged 7. 

Total Estate—none. 

Amount of Group Insurance—$1,000. 

No money in house and behind in 
rent. 





MEDICAL EXAMINATIONS 





Prudential Announces Yearly Examina- 
tion Privilege for Home Office 
Employes of Company 





President Duffield, of The Prudential, 
has issued the following statement rela- 
tive to medical examinations of Home 
Office employes: 

“We take pleasure in announcing that 
the Home Office clerical force, employes 
of the bindery, ‘printing and culinary 
departments, and those engaged in the 
care of the buildings, may avail them- 
selves of the privilege of a thorough 
medical examination once each year. 
The acceptance of this privilege will 
be entirely voluntary. The report of 
the examination will be strictly conf 
dential, and if any physical defect : 
discovered, such advice as will be 0 
benefit to the employe will be given by 
our medical staff. It is not the purpose 
of the company to give medical treat- 
ment, but the medical staff will assist, 
through the family physician, in any 
way that may be advisable. 

“Arrangements for the examination 
should be made through your manager 
or department head. 

“Too much emphasis cannot be yess 
upon the value of regular periodic yon 
cal examination. Many diseases, gf 
covered and properly treated in the 


seattle c ted, 
early stages, are successfully comba 
Biggar distress 


ing symptoms appear, are most difficult 
to overcome, 

“We trust that all Home Office _ 
ployes will avail themselves of ve 
privilege as an aid in their endeavor 
maintain good health.” 


January 
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GENERAL AGENCY IN UNOCCUPIED TERRITORY 


States of the Middle West that are feeding the world today are 
rich in opportunity for men of General Agency calibre. 
Liberal Contracts direct with the Home Office 
L. J. Dougherty, Secretary and General Manager 


GUARANTY LIFE INSURANCE COMPANY 


Davenport, lowa 














to develop and hold their business. 


Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 


Pittsfield, Mass. 
W. D. WYMAN, President % 


This Company has always pursued those policies in the conduct of its business that 
have given it a high reputation for stability and fair dealing. 


Has always extended reasonable assistance and encouragement to its representatives 


Has always rendered the highest grade of service to its policyholders. 


WINFIELD S. WELD, Supt. of Agencies 











Business Insurance 
Covers Many Things 


LISTING ITS STRONG POINTS 


Numerous Uses to Which This Kind of 
Protection May Be Put in Busi- 
ness Emergencies 





Business insurance has a_ greater 
yariety of application perhaps than any 
other form of life insurance protection 
and for this reason selling this line has 
a fascination and an adaptability that 
attracts many life insurance salesmen. 
John W. Yates, of the Penn Mutual Life, 
has prepared the following list of the 
uses of business insurance which shows 
the apparent endless applications of 
this kind of protection: 


It will capitalize the brains which 
make your business a success. 

It will protect a business against loss 
of knowledge, experience and earning 
power of valuable men. 

It will provide cash to pay off de- 
ceased’s heirs, thus avoiding withdrawal 
of needed cash. 

It will safeguard and stabilize credit 
in time of emergency. 

It will serve as collateral security. 

It protects a business against death 
of financier or endorser of notes. 

It protects business associates from 
interference in their enterprise by the 
heirs and legal representatives of de- 
ceased. 

It furnishes means of creating a tax- 
exempt reserve during the lifetime of 
the insured member which may be used: 

a. To pay dividends during a period 

of depression. 

b. For extension of business. 

c. To retire a bond issue. 

d. To take advantage of business op- 
portunities. 

. For continuing salaries of valuable 
men after retirement. 

. To liquidate a business or continue 
it until a favorable sale can be 
made. 

It will pay salaries to valuable men 
for life, if disabled. 

It protects a business against the 
death of a large debtor. 

It provides a fund for attracting a 
new man to fill the place of the de- 
ceased, 

It creates a fund for training younger 
men to take the places of valuable men 
before retirement. 

It wins confidence of possible inves- 
tors who are wise enough to foresee the 
effects of death on a business. 

It furnishes cash to immediately pay 
off any notes, mortgages or other obliga- 
tions at death of insured. 

It covers any depreciation in the value 
of property when affected by the death 
of a partner or associate. 

It will provide cash with which to 
Pay heavy taxes and administration 
Costs which always follow the death of 
Wealthy men, 

It will enable a business to keep a 
larger portion of its capital at work, 
since it acts as an emergency reserve, 
Which could be used if necessary. 

It will offset the shocks which in- 
variably follow the death of an impor- 


@ 


— 


tant man, often with damaging results. 
It will help a partner to be provident. 
It will provide security for bond 
issues, 


It strengthens the financial situation 
a company under changed conditions 
Tesulting from termination of patents, 


Tanchises, leases and long-time con- 
tracts, 





It places certainty in the place of 
uncertainty. 

It is the one correct way to finance 
the above foreknown cash requirements 
—instead of a business using its own 
money to finance the loss which occurs 
at the death of a valuable man it may 
pay a small rate of interest on the 
amount needed—3% on the average— 
and make the insurance companies pay 
the bills whether they fall due days or 
decades hence. 

Business insurance is a savings—not 
an expense. It is plain common sense. 








AMERICAN LIFE CUTS MELON 





To Pay Stock Dividend of 100 Per Cent; 
Surplus Increase Exceeds 
Capital 





At a meeting of the stockholders and 
board of directors of the American Life 
Insurance Company of Detroit, a few 
days ago, a stock dvidend of 100% was 
declared, payable to the stockholders 
of record at the close of business on 
that day. 

The company has been in business 
sixteen years; has insurance in force of 
over sixty millions, assets of over seven 
millions, and its resources from annual 
income are now over two million five 
hundred thousand dollars. The net in- 
crease in surplus account for the past 
year amounted to over 100% of its 
capital. 











What Every Agent Knows 











By William Alexander 
1. CONVERSATION 

Benjamin Franklin, or some other 
philosopher, once said something to the 
following effect: 

We are in greater need of being 
reminded of familiar truths than of 
being told of facts that are new. 
This series of papers is for the agent 

of experience who forgets, and for the 
novice who is ignorant. 
TALK 

If you should ask the man in the 
street to tell you the sort of person 
that would make the best.agent, he 
would probably say, “The most fluent 
talker.” But the true answer would be, 
“The good listener.” 

When Polonius said “Give every man 
thy ear, but few thy voice,” he uttered 
a truth that every underwriter should 
keep constantly in mind. 

The agent, like the doctor, must be 
a diagnostician. He must find out what 
a client’s financial risks are so as to 
offer appropriate remedies. And the 





Admitted Assets, 


145% of liabilities 


Liabilities, - 


Only 69% of assets 


Excess of Assets, } 


Net increase 13% 





Continental Life Insurance Co. 


WILMINGTON, DELAWARE 
PHILIP BURNET, President 


FIFTEENTH ANNUAL STATEMENT 
DECEMBER 31, 


Capital, $715,610 , 


Surplus, 987,921 5 
45% more than liabilities 
New Insurance, - - 9,039,763 
A gain of 23% 
Insurance in Force, - - 40,020,467 


1922 


$5,526,330 


3,822,799 





$ 1,703,531 








client must furnish the information on 
which the diagnosis must be based. 

The forgetful agent as well as the 
novice is in constant danger of talking 
a prospect out of a trade. 


The Scriptures tell us that “the 
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ALEXANDER 


tongue is an unruly member,” and when 
the Psalmist says, “I will keep my 
tongue with a bridle,” he sets a good 
example to the agent. 


Why does the average prospect refuse 
to insure? Because of your lack of 
eloquence? No. Because you don’t 
give him a chance to tell you why he 
objects. And you can’t remove his ob- 
jections unless you know what they are. 

We learn from the Proverbs of Solo- 
mon that “The tongue of the wise 
useth knowledge aright; but the mouth 
of fools poureth, out foolishness.” And 
in Ecclesiastes we are told that “A fool 
is full of words.” Surely the conversa- 
tion of fools is like “the crackling of 
thorns under a pot.” 


JOHN HANCOCK FAMILY GROUP 





Home Office and Field Employes Get 
Death Benefits According to 
Length of Service 





The John Hancock Mutual Life has 
just put in effect an interesting plan 
of death benefits for employes in the 
field and home office, based on the 
length of service. 

All persons in the employ of the com- 
pany, excluding officers, general agents 
and their sub-agents, and those earning 
$5,000 or over will be entitled to these 
mortuary benefits, after one year of 
service and to and including four com- 
pleted years’ service, to the amount of 
$1,000 paid to beneficiary in case or 
death. Beginning with the fifth year 
of service the benefit will be increased 
to $1,500, and beginning with the tenth 
year increased to $2,000. 

This action by the officers and di- 
rectors has been taken for the purpose 
of encouraging and recognizing faith- 
fulness and continuity of service, as 
well as to express the sense of re- 
sponsibility which the officers and di- 
rectors feel is theirs in protecting in 
every possible way the interests of the 
members of the John Hancock family. 





THE EASTERN UNDERWRITER 





January 12, 1923 





Le 





—EE_— = = 














LIVE HINTS FOR BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 

















In the beginning the execu- 


Services tors were usually selected 
of Experts from among a man’s busi- 
Are Free ness associates. But often 


the executor found it impos- 
sible to give the estate the attention it 
needed. Some estates were looted by 
the incompetent, and many others mis- 
managed and wasted. So a better way 
was born. Today you can secure the 
services of experts, whose responsibility 
is above suspicion. Your family will 
have the advice of a body of specially 
trained business executives who do not 
depend upon the ability or integrity of 
one individual. Certainly it is the safer 


way.—Hartford Courant. 
*” * * 
“Here’s a check for $15,000. 
Handing It’s yours—go and spend it 
The Wife as you like or invest it how- 
A Check ever you see fit. But don’t 


ask my advice.” 

Of course you wouldn’t. Yet this is 
exactly what you do when you make 
your insurance policies payable directly 
to her in a lump sum. Have you any 
reason to suppose that she will welcome 
this responsibility more when you are 
gone than she would today? Why sub- 
ject her to all the trouble and risk of 
handling this money herself, perhaps 
making her the victim of designing 
schemers or well-meaning friends, when 


a life insurance trust would provide 

sure protection.—-Hartford Courant 
~ * os 

Many life insurance 

Curious field men have said 

Coincidence’ that they would rather 

LandsStranger have the adventure of 

being out soliciting 


business than be a home office execu- 
tive, chiefly because of the inspiration 
and novelty that is never lacking from 
their experiences. L. D. Dix, of the 
Branch & Powell general agency of the 
Penn Mutual Life at Montgomery, tells 
of just such an experience, 

“T had dropped in the office of the 
Powers Printing Co.,” he says, “to see 
my friend McMahon. He introduced me 
to a gentleman who was trying to sell 
him some paper and then asked him 
how much life insurance he carried. 
The answer was, ‘None.’ McMahon ex- 
pressed his surprise and began to tell 
him of the value of life insurance so 
enthusiastically that I had to back him 
up. Finding that he was from Philadel- 
phia, I got out one of our new applica- 
tions with the picture of President Law 
on it. He examined it critically for a 
moment and then said that the paper 
stock was made by his firm. Of course 
he had no alternative than to sign his 


name on his own paper stock for pro- 

tection for his mother in the company 

which has made his home town famous.” 
” A + 


If you have been talking the 


Group general doctrine of Group In- 
Selling surance and quoting an esti- 
Hint mated rate without getting 


your prospects down to brass 
tacks, it may be time to prescribe a 
definite formula and quote an estimated 


premium. 
Some prospects become _ confused 
when you leave the selection of a 


formula entirely to them. Try recom- 
mending definite amounts for employe», 
graduating the formula by the years of 
service. With such a formula and the 
number of employes affected and the 
rate, you can make a pretty accurale 
estimate of the premium. Your branch 
manager or one of his assistants can 
help you on this, if necessary.—The 


Travelers. 
a” * a 


Almost every life  under- 
writer, at least every wide: 
awake one, realizes that sales 
talks on life incomes sell 
bigger policies than the bro- 
mide discussions on lump sums of 
$3,000, $5,000 or $10,000. 

A striking example of this occurred 
recently in Elmira, New York. Dalton 
V. Sarvey, Phoenix Mutual representa- 
tive there, was discussing with a sub- 
stantial business man of his acquatn- 
tance the possibilities of incomes pro- 
vided by life insurance. The size of 
the policy necessary was not men- 
tioned. Incomes were discussed from 
start to finish. It was around the word 
“income” that the sales talk revolved. 
The prospect carried $10,000 of life in- 
surance and considered it ample, but 
he liked the income idea and when the 
psychological moment arrived for sign- 
ing the application he signed without 
a moment's hesitation. He was buying 
an income and was rather pleased 
with the transaction which guaranteed 
it to his family. 

Mr. Sarvey had refrained from filling 
in the space on the application that 
would reveal the amount of life insur- 
ance which the income would repre- 
sent. However, the prospect saw that 
space left vacant. His curiosity was 
aroused and he asked: 

“How much life insurance 
bought, anyway?” 

Mr. Sarvey diplomatically tried to ex- 
plain that it was an income that had 
been purchased, but the prospect per- 
sisted. i 

“It must be some amount, isn’t it?” 

And the only answer was to say that 


Selling 
Life 
Incomes 


have I 





hereafter as the 


dealing. 


Disability Clause. 








PROVIDENT MUTUAL _ 
LIFE INSURANCE COMPANY 


Or PHILADELPHIA 


The Provident, organized in 1865, as The Provident 
Life and Trust Company, preserves a continuous cor- 
porate existence, but, having mutualized, will be known 


PROVIDENT MUTUAL 


Life Insurance Company 
of Philadelphia 


and will maintain the reputation and tradition which 
have arisen from fifty-eight years of conspicuous fair 


The policies of the PROVIDENT MUTUAL contain 
new and attractive features, including the recently 
adopted and exceedingly liberal Total and Permanent 


An Increased Dividend Scale for 1923 
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the income did represent about $25,000 
of life insurance. 

The surprise on the prospect’s face 
was unmistakable. He looked at Mr. 
Sarvey earnestly and said, “My dear 
young man, you have never sold me 
25.000 of life insurance.” 

“But it’s an income that you have 
bought, Mr. ——-—,,” said the salesman. 

And then the sale had to be made 
all over again. This time it was sim- 
ply a matter of overcoming the surprise 
of the prospect at learning how big a 
policy was required to produce the re- 
sult that he wanted, and to Mr. Sar- 
vey’s credit it should be added that 
the sale was made! The case is now 
paid for. 

Few men indeed have a clear under- 
standing of how much capital is needed 
to produce a satisfactory income, and 
still fewer appreciate how much money 
is required to replace their earning 
capacities.—Phoenix Mutual Field. 

* s s 


The following figures 
Building Upa_ will be of help to the 
Monthly Income agent, suggests the 


Proposition Penn Mutual Life, in 
solving the problem of 
just how much insurance should be 


written so that the beneficiary could 
receive a stated income of $50 monthly 
during periods of five, ten, fifteen or 
twenty years: 


For. & yeara: certain. ... 6... 00% $2792 
For 10 years COrtaiR. ... 2 osc cceses 5198 
Por 16 yGars Certain... oco..ceccese 7278 
For 20: Years OOTtAiIRi oc cccccwess 9074 


Using the above figures as a basis it 


makes it very simple for the agent to 
build up a proposition for any amount 
of monthly income suitable to his client, 
At the same time, if the insured desires 
a lump sum to be paid to the beneficiary 
in addition to the monthly income, it 
resolves into a simple problem in addi- 
tion. For instance, if a lump sum of 
$926 is to be paid in addition to the 
monthly instalment of $50 for twenty 
years the amount of insurance required 
would be $926 plus $9074 or $10,000. 

The monthly income is one of the 
greatest selling points in life insurance, 
and when all agents realize the possi- 
bilities of the settlement options, we 
believe production along this line will 
increase rapidly. 





POSTAL LIFE GETS BONDS 

Under an opinion of the attorney 
general of Virginia, the treasurer of 
that state will deliver to the Postal 
Life, of New York, the bonds deposited 
by the Provident Life Assurance Society 
for the protection of its policyholders 
in Virginia. The Provident was taken 
over by the Postal Life and inasmuch 
as the latter company has no agents 
in Virginia and is not licensed there, 1t 
was deemed proper that the bonds 
should not be held by the treasurer any 
longer. 

The National Life of Vermont has ap- 
pointed Edward N. Strong as general 
agent for Oregon. 








Incorporated mn 1862 in the Commonwealth of Massachusetts 








New England. 


emergencies. 








LiFe INSURANCE COMPANY 


Named JOHN HANCOCK in honor of the first Governor of Massa- 
chusetts, and first signer of the Declaration of Independence. 


In 60 years it has grown to be the largest fiduciary institution in 


Policies made secure by reserves maintained on the highest stand- 
ard with an adequate Contingent Fund providing protection against all 
Total Assets, $239,698,000; Policyholders’ Reserves and 
all Other Liabilities, $226,361,000; Contingent Fund, $13,332,000. 

Policy contracts include all equities and options. 

Business done through agents. Information and advice on any 
matter relating to life insurance are available at any time through the 
Agencies or Home Office of this Company. 





OF BOSTON, MASSACHUSETTS 











MASSACHUSETTS 
LIFE INSURANCE COMPANY 


Incorporated 1851 


MUTUAL 


Springfield, Massachusetts 





A company which throughout the seventy years of its history 
has ever enjoyed—because of its square dealing toward all 
and its long record of low net cost—the good will of its 
policyholders, the confidence and esteem of the insuring 
public, and the loyalty of its representatives. 





JOSEPH C. BEHAN, Superintendent of Agencies 
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NEW PRUDENTIAL DIVIDENDS 





Net Cost of Ordinary Policies; Old In- 
dustrial*Forms Draw Sev- 
eral Dividends 





The Prudential had a very favorable 
experience during 1922, and in accord- 
ance with its policy is passing on to 
policyholders in the company the bene- 
fits of the additional savings that were 
possible last year. 

In the Ordinary Department the com- 
pany will reproduce the dividend scale 
of 1922, and in addition pay a special 
dividend equal to 25% of the regular 
dividend. 

The following table shows the net 
cost of this year of policies issued in 
recent years: 

Entry Age 35 


Net Premium Payable, After Applying 
Dividend March-December, 1923 


Policy Whole 20-Paym’t 20-Year 
Issued in Life Life Endowm’t 
(| Oe $20.13 $27.62 $40.09 
oo See 19.95 27.41 39.81 
[ae 19.76 27.18 39.51 


In the industrial department of the 
company an elaborate scale of dividends 
- is in use and the older policies receive 

dividends in two or three different 
| forms. The newer policies, which give 
} a larger benefit for a given weekly pre- 
mium than the older issues, receive 
dividends in a single form. During the 
current year on policies issued prior to 
1907 the amount payable in event of 
| death will range from about 118% up to 
about 128% or more of the amount 
originally contracted for, and on these 
policies from time to time dividends 
either in cash or in the form of credits 
on the premium receipt book have been 
paid, On the more recent policies on 
which dividends were for a number of 
years paid in the form of credits on the 
premium receipt book (and which 
method still applies to certain issues), 
but which for the most part now re- 
ceive dividends in the form of paid-up 
additions to the amount of insurance, 
where these have in recent years aver- 
. aged three-quarters of 1% of the amount 
of insurance on Whole Life policies and 
something less on Endowments, divi- 
dends this year, including a special 
dividend, run to 2% of the amount of 
| insurance on Whole Life policies and 
' from 1% to 2%, according to duration, 
} on Endowment policies. 
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USING DUAL INCOME OPTION 





\ 

‘ Numerous Uses to Which Policy Pro- 
; vision May Be Put to Give 

| Income Features 





The Northwestern Mutual Life is 
| using an option which is known as the 
' dual income agreement and has some 
j broad applications. It provides for 

monthly income depending upon the 
ages of the two beneficiaries when the 
income begins. In the case of an en- 
dowment maturing, the income may be 
Continued for the policyholder and wife 
he the insured can eliminate himself 
and name his wife as beneficiary and 
laughter, say, as joint beneficiary. By 
Wing the option a dual income may be 
bald to two children or a lump sum to 
one and income to the other or in any 
‘ombination of a similar kind. The 
option is also available in case of the 











Surrender of a policy for cash. If a man 
a a policy for $10,000 ordinary 
a 


do &e 30 and finds at age 65 that he 
; os hot need the protection, on a 3% 
Oley, he can give monthly income of 


927.42 Plus dividends for twenty years 
to a wife, 





JOHN HANCOCK’S GAINS 
ee John Hancock Mutual Life re- 
h a total of $160,000,000 ordinary 
for business for 1922 which is a 














wed of $21,000,000 over the previous 
or approximately 16 per cent. 





A QUESTION OF BENEFICIARY 





How it is Possible to Nullify Benefits 
of Protection by Reserving 
Right to Change 


Charles W. Gammons, of James T. 
Phelps & Co., Boston, state agents for 
the National Life, of Vermont, believes 
that life insurance is written right only 
when the beneficiary is irrevocable and 
he bases his belief upon many years 
of experience with clients who have 
reserved the right to change the benefi- 
ciary. In discussing this point he says: 

“A couple of weeks ago, a man whom 
I have insured during the last fifteen 
years up to $25,000, the last policy 
dated 4 years ago, came into my office 
with a man whom I did not know. My 
customer walked in with his shoulders 
actually drawn down and looked as if he 
had been through a hard experience. He 
asked me how his insurance was pay- 
able. I answered Yankee fashion, ‘How 
do you think it is payable?’ He replied, 
‘To my wife.’ I sent to the office for 
the register cards and in the meantime, 
the man who was with my customer 
said, ‘Is it payable to his wife with 
a string or without one?’ I was glad 
the card showed the insurance payable 
to the wife absolutely. 


“T was then introduced to the trustee 
in bankruptcy of my customer, who 
said he was glad also that the insur- 
ance was for the absolute benefit of 
my customer’s wife, adding further that 
it would do him no good personally to 
take the cash equity in the insurance, 
but that if the insured had reserved 
the right to change the beneficiary, it 
would have been his duty to insist on 
collecting cash equity. An experience 
of this kind is of far greater benefit 
than a hundred hypothetical cases, and 
in my opinion, our own men, as this 
incident was related in a Monday morn- 
ing meeting, grasped the idea and have 
profited by it, even if the story itself 
does not initiate any new fact. 

“Another illustration—7 years ago I 
went with an agent who is no longer 
in the business and insured a promi- 
nent manufacturer on term plan. The 
company limited this man as he was 
a little heavy, which made him so irri- 
tated that he disliked me personally 
and the company also. Later on his 
case was kept in mind. T succeeded in 
getting him before Dr. Bisbee while he 
was on a visit here and the restriction 
was removed leaving him with a re- 
newable term policy. Every year he has 
been invited to exchange this term poli- 
cy for permanent insurance but has 
politely turned the proposition down. I 
tackled him again on the 1st of Novem- 
ber and we had quite a sparring match 
until he finally yielded. I then asked 
him how his insurance was payable, to 
which he replied, ‘None of your ———— 
business.’ My response was ‘True, but 
it is a whole lot of your business.’ I 
then used the illustration of my bank- 
rupt friend, with the result that policies 
representing $175,000 were put before 
me and in every single case he had 
reserved the right to change the bene- 
ficiary. 

“At the end of a 2 hour interview, 
during which I am sure he came to 
appreciate the value of having insur- 
ance properly written, he said, ‘I have 
been resting secure on my insurance, 
feeling that if my business went to the 
devil and I went with it, my wife and 
my children would be enabled to con- 
tinue to live in the way I have edu- 
cated them to live and but for the 
shock you have given me, my plans 
might have gone awry.’ 


“These experiences are interesting to 
me and as they come along, help me 
to drive certain points home with our 
young men.” 


FRATERNAL TAX RULING 


The Internal Revenue Department 
has made the following ruling relative 
to fraternal beneficiary societies’ Reve- 
nue Acts of 1918 and 1921: 

A fraternal beneficiary society, order 
or association is exempt under the pro- 
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$50,000.00, and Industrial Policies from $12.50 to $1,000.00 
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The @2nd Annua! Report shows: 


Premiums received during the 
GOR TIED ih idacectcecseas seveccees 96,990,547 
> to Policyholders and 
elr beneficiaries in Death 
Claims, Endowments, Dividends, 
MNMESE cdcbanulidecéseccnahsctcad dered 4G AG 
Amount added to the Insurance 
Reserve Funds ..........sssse0s 121 37 
Net Interest Income from Invest- - 


ment 
($642,638 in excess of the amount 
required to maintain the reserve 
Actual mortality experience §3. 
‘ of the amount expected. 
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visions of section 231 (3) of the Reve- 
nue Acts of 1918 and 1921 if it can be 
shown that (1) it is operated under the 
lodge system or for the exclusive ben- 
efit of the members of any society so 
operated, and (2) it has an established 
system for the payment to its members 
or their dependents of life, sick, acci- 
dent, or other benefits. “Operating 
under the lodge system” means carry- 
ing on its activities under a form of 
organization that comprises local 
branches, by whatever name known, 
chartered by the parent corporation and 
largely self-governing (article 514, Reg- 
ulations 62). Organizations are “ope- 
rating” under the lodge system only 
when they have a parent and local 
organizations which are active. Mere 
provision in the constitution and by- 
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Build Your Own Business 


under our direct general agency contract 


Our Policies provide for: 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 

See the new low Rates 

JOHN F. ROCHE, Vice-Pres't 


THE MANHATTAN LIFE 


INSURANCE COMPANY 
66 BROADWAY NEW YORK 
Organized 1850 











laws for such bodies is not enough. It 
is not necessary that the fraternal fea- 
ture of the organization should predomi- 
nate; it is sufficient if both the fraternal 
and the benefit features are present. 





ROBINSON GOES TO F. @ D. 
Samuel D. Robinson, head of the 
surety department of W. L. Perrin & 
Son, is to go with the Fidelity & Deposit. 
He has had twelve years experience in 
the surety business with the National 
Surety, Hartford Accident & Indemnity, 

and Wilcox, Peck, Brown & Crosby. 





Max D. Zeugschmidt, a weli known 
business man of Pittsburgh and Mc- 
Keesport, has joined the agency force 
of the Reliance Life of Pittsburgh. 
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Six Sciences Needed 
To Manage Company 


IMPORTANT 





TECHNICAL SIDE 





Growth of Legal Reserve Insurance in 
Fifty Years One of World’s 
Wonders 





A. R. Wilson, president of the Amic- 
able Life of Waco, Texas, discussing 
that company before the second annual 
convention of its $100,000 club, had the 
following to say: 

No organization can be successful un- 
less it has some particular purpose or 


goal for which it is working, and unless 
that purpose or ideal is a noble one, 
one tending to accomplish a real good 
to humanity, it will ultimately work to 
the destruction of the institution, or 
become merely a relic of civilization 
to demonstrate the wisdom or folly of 
the undertaking. 

During the history of civilization, the 
ideals of the people and institutions 
have changed materially. Of the seven 
ancient wonders of the world the ideals 
expressed in their undertakings were 
faith or hope or love or beauty or civic 
pride, and not one was really utilitarian. 
Of the seven modern wonders of the 
world (the oldest being St. Peters at 
Rome, 400 years old) the ideal prompt- 
ing one was religious, one was pride 
(the great triumphal arch commemorat- 
ing the victories of Napoleon I), the 
other five were utilitarian. It is strik- 
ing that none of the ancient wonders 
were utilitarian, and that five of the 
modern wonders were utilitarian, these 
five modern wonders being the Suez 
Canal, The Fiffel Tower (the originai 
model of steel construction), the Firth 
of Forth Bridge, the St. Gotthard Tunnel 
under the Alps, and the twin ships, the 
Olympic and the Titanic. 


It is simple for all of us to under- 
stand the ideal which prompted each 
one of these great undertakings, nobly 
carried out—but has the life insurance 
man a clearly defined ideal of the pur- 
poses of life insurance? The institution 
of life insurance is not only utilitarian, 
but humanitarian and philanthropic as 
well. Its true ideal is to induce the 
masses of humanity to band themselves 
together for their mutual protection 
and the equalization of their losses; to 
make them realize that they are their 
brother’s keeper, to cause them to enter 
into an agreement with their fellows 
whereby they agree to contribute in a 
fixed mannez to allay the suffering of 
the unfortunate. 

The best practice and methods for 
perfecting a life insurance company to- 
day depend upon such a vast range of 
experience and knowledge that no one 
man can master it all. There are six 
distinct sciences involved. 

1. Life insurance requires the most 
expert knowledge known to the medical 
profession, the statistical research rela- 
tive the cause and effect of disease, 
present and past, affecting the mor- 
tality of the human race—the work of 
the medical director. 

2. It further requires the most com- 
plete knowledge available relative the 
probabilities of life contingencies, or 
the happenings of life dependent upon 
preceding conditions and demands, and 
a complete understanding and insight 
into the highest branches of mathe- 
matics, with the ability to apply the 
mathematical knowledge to the prob- 
abilities of life, with extreme accuracy 
and intelligence. This science is sup- 
plied by the actuary. 

3. It requires a complete understand- 
ing of finance, and a full knowledge of 
the most up-to-date methods of deter- 
mining the value of securities in which 
the money of the policyholders must 
be invested for absolute safety. This 
includes a working knowledge of the 
railroad business, knowledge of Federal, 
state, county and municipal bonds, and 
a true sense of proportion of both city 
and farm values. This branch is repre- 


sented by the board of directors in 
person. 

4. The laws of the Federal Govern- 
ment, as well as the laws of the several 
states, and the ability to interpret these 
laws correctly is most essential. In 
other words, the legal knowledge must 
be a judicial, as well as a ministerial 
nature, embracing all departments of 
the legal profession, and requiring the 
most complete special knowledge in 
each. Here is the general attorney. 

5. Due to the exceedingly compli- 
cated differentiation of income, dis- 
bursements, assets and liabilities, the 
knowledge of accountancy must be per- 
fect and added thereto must be included 
the mathematical knowledge of the 
actuary, because without actuarial! 
knowledge it would be impossible for 
the company’s statements to reflect the 
true condition of the company. This 
is a combination of the Actuarial and 
the Auditing Department. 

6. Without a highly effective agency 
organization to gather in this army of 
policyholders, there would be no need 
of any of the other special knowledge 
referred to above, so we may fairly 
state that the most important factor of 
a life insurance company is its agency 
organization. To secure for the com- 
pany men and women of character and 
ability, men and women who give and 
demand the esteem and confidence of 
their fellow-citizens, and who can pro- 
duce business, requires another distinct 
type of special knowledge. The suc- 
cessful agency manager must know psy- 
chology, and be a good judge of humau 
nature. He must also know the field 
so that he can appreciate and under- 
stand the problems of the agent. 

In the past fifty years there has been 
built in America the institution of legas 
reserve life insurance. At the present 
time there are over seventy-one million 
policies in force in America represent- 
ing insurance of nearly forty-five billion 
dollars. The accumulated assets to per- 
fect this insurance is over eight billion 
dollars. The payments te policyholders 
is considerably over two million dollars 
per day or nearly a billion dollars a 
year. I believe that the money alone 
standing to the credit of the policy- 
holders in America could rebuild many 
times any one of the world wonders. 
It could build one hundred Suez canals, 
and over twelve Panama canals (the 
Panama Canal being by far the most 
expensive engineering work ever under- 











CLASS WROTE $3,000,000 





Prof. Lovelace’s Students at N. Y. U. 
Make Fine Record; Spring 
Class to Be Limited 





Griffin M. Lovelace, director of the 
life insurance training course at New 
York University, announces that the 
number of students for the spring term 
of the course, which begins March 21, 
will be limited to 67. The second class 
began work on January 3 with an en- 
rollment of over 60. 

The first class in the Life Insurance 
Training Course at New York Univer- 
sity, consisting of over 60 students, be- 
gan work on October 1 and finished on 
December 16, the majority of the class 
having completed the work satisfac- 
torily. Those who did not are working 
off their conditions. 

The figures for the total amount of 
new business submitted while the stu- 
dents were in school have just been 


checked, and it is found to be over 
$3,000,000. 
taken). There is no doubt that the 


ideal of insurance is as noble as can 
be conceived in a business undertaking, 
and in my opinion the institution of 
life insurance, taken as a whole, is 
decidedly a greater wonder than any 
of the recognized wonders of the world, 
either ancient or modern. 








New England Mutual Life 
Insurance Company 
Boston, Massachusetts 


New Insurance Paid-for, 1921 $82,072,020 
Gain in Insurance-in-Force’~ - 
Total Insurance-in-Force’ - 


New England Agents Write Persistent Business | 

















New Disability Clause 


Two years ago this Company devised a Disability pro- 
vision which was far in advance of any that had been previ- 


ously contained in a life insurance policy. We now announce 
a new Disability provision. Its features are: 
Immediate beginning of a lifelong monthly income. 
When total and permanent disability has lasted five 
years, the monthly payment will thereafter be increased 50%. 
When total and permanent disability has lasted ten 
years, the original monthly payment will be increased 100%. 
Total disability that has lasted three months will be as- 


sumed to be permanent. 


Waiver of premium, of course, together with full annual 
dividends and a full annual increase in cash surrender value. 

As age increases, and the family income dwindles 
through diminishing resources, the disability income in- 
creases to meet the increased need of income. 


For terms to producing Agents address 











The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New Yerk 
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48,641,846 
- 609,415,082 





Mary Z. Shapiro Led 
Huff Agency Staff 


IN DECEMBER PAID BUSINESS 








Also Stood Second for Year’s Business; 
Led Only By Louis B. 
Bloom 





Miss Mary Z. Shapiro, one of the big. 





gest writers among women agents of 


New York, led the entire agency staff 
of the Perez F. Huff agency for Decem- 


ber, and at the close of business for the 











year she stood second, her volume of 
paid-for business being exceeded only 
by that of Louis B. Bloom. 

The agency ranked as follows in paid- 
for business for December: Mary Z. 


Shapiro, Leonard Levis, D. M. Bressler, | 


Constance Marks, Henry von Ost, Har 
old Regenstein, Haroid Heilmann, Gold- 
smith & Freund, Augustus Stone, A. 5. 
Kornheiser. 

In paid-for business for the year the 
agents stood as follows: Louis B. Bloom, 
Mary Z. Shapiro, Reuben Samuels, At- 
gustus Stone, D. M. Bressler, Leona 
Levis, A. S. Kornheiser, A. G. Joseph, 
Harold Regenstein and Henry von Ost. 





GETS BANK GROUP POLICIES 

The Equitable of New York last week 
wrote a group policy covering the 120 
employes of the First National Bank of 
Richmond, Va., the business being 
placed through its general agency . 
that city headed by E. Mulford Crutch- 
field. The policy was written on the 
salary basis. The Equitable now has 
most of the large banks in Richmond 
covered with group insurance, the Fed- 
eral Reserve Bank being among the 
number. Altogether, bank employes Pro 
tected under its group policies total up 
ward of 1,500. The Metropolitan has 
written all the employes of the Virgie’ 
Railway and Power Company on tit 
group plan, each employe being coveré 
for $500. 
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Industrial Agents 
Have Lapse Problem 


HOW SOME MEET SITUATION 





Debit Men Have Threatened Discontin- 
uance Always With Them; Some 
Personal Experiences 





The lapse problem is one that the 
industrial agent has with him always. 
Eternal vigilance is evidently the key- 
note of a clean record on lapses. The 
Prudential, of Newark, gathered some 
personal experiences of men who had 
good records in this respect and their 
methods are explained in the following: 

M. Reichman, Cleveland: 

First—In order to save a lapse a man 
must feel that every policy written 
should remain in force. 

Second—By starting to save the busi- 
ness when first written; for business 
can be made good or bad, all depending 
on the agent selling it. 

Third—Begin to save the lapse when 
the policyholder goes back the first 
week. Always show the policyholders 
that they not only lose what they have 
paid, but the amount of insurance which 
the policy calls for, as the benefits of 
insurance may be needed at any time. 

Fourth—Never tell people of any per- 
sonal loss to you, as this may mean a 
weapon against yourself in the future. 

B. L. Vincent, Albany, N. Y.: 

Recanvassing the business is the best 
way to save lapses. 

I have found that to canvass for new 
business in a home in which you have 
a hunch that they intend to lapse one 
or more policies is a good and profitable 
means of saving business from lapsing. 
By bearing down hard on the attractive 
investment features of life insurance, 
the effect will be marked. How often 
have you heard this remark when can- 
vassing for new business: 
thinking of dropping Henry’s policy!” 
That is your time to get such a thought 
out of the policyholder’s mind for good, 
and you can explain why the policy is 
best suited to Henry. If it is business 
that is old enough to receive dividends, 
show how the policy will accumulate 
and how it has been increased and tell 
the policyholder that the same money 
would not buy the same amount of in- 
sirance at the present age. Speak of 
claims in the neighborhood, most of 
which were entirely unexpected, and 
bring to the policyholder’s mind the fact 
that burial expenses have greatly in- 
creased. Most of our lapsed business 
comes from agents who show small in- 
terest and not from uninterested policy- 
holders. Remember fifty cents of busi- 
hess saved is as good as fifty cents of 
hew business. 

F. W. Chillemi, New York: 

There is much needless lapse of new 
business, policies on which premiums 
have been paid for a few weeks or less 
than one year. This condition is due to 
failure to convince fully the applicant 
of his need for the policy. Advance 
Payments are a good preventive of 
lapses, but as every case will not be 
Paid in advance, it is left to the tact of 
the agent to see that the interest of the 
Policyholder does not gradually fall 
away to the lapsing-point. When a pol- 
leyholder says “I will pay next week,” 
the agent should tactfully ascertain if 
the desire to skip that week is not due 
fo lack of appreciation. When the state- 
ment is made to me, I point to a claim 
~ the company has just paid on Mrs. 
ones’ husband, in the next block, or 
tefer to the mother who came to the 
office that morning to make a claim 
+ her son’s policy, he having been 
: led in an accident. A heart-to-heart 
alk and mention of such instances will 
Prevent arrears and lapses. If a policy- 
yl should not pay the second week 
= the agent has, without success, 

ade every possible effort to induce 
™ to pay, the case should be referred 
«Rony assistant, and he should make 

ery effort to collect before the arrears 
ee greater, as it 1s certainly easier 

9 collect two weeks’ than four weeks’. 





“Why, I was - 


If the policy should lapse, the policy- 
holder should not be forgotten, but 
should be visited at regular intervals 
until he is convinced of his mistake 
and the business is revived. 

J. Richilano, Cleveland: 

Before you call on a case make up 
your mind that the business is not going 
to lapse, that you will overcome any 
argument the people may advance and 
that you will make such an impression 
on them that they won’t lapse. Greet 
the policyholder with a smile, inform 
her that you have come to see her re- 
garding her insurance. If she replies, 
“Oh, we gave that up; we told the agent 
we won't pay any more,” then say some- 
thing like this: “I did not come here 
to make you pay; I just want to find 
out your reason for dropping the insur- 
ance and explain some of the new fea- 
tures that have been conceded to all 
policyholders. I think you are not 
familiar with them and you do _ not 
realize what you are giving up. If you 
still do not wish to keep the insurance 
when I am through, that is your privi- 
lege, but at least I would like to make 
you realize what you are giving up.” I 
then proceed to recanvass the case, and 
by the time I finish ‘their interest has 
been aroused and their good will again 
extended to the company. 

It is a good plan to go about our work 
and keep the people from whom we col- 
lect posted concerning the progress of 
the company, referring now and then 
to the number of claims we pay and the 
good we do. 

There is always an argument to meet 
every emergency, and if you will study 
the case and fit an especial argument 
to it, the people will stick. 

M. Ziegler, Erie, Pa.: 

It must be clear to the man with high 
arrears that he is showing misplaced 
sympathy when he allows himself to be 
put off too easily by policyholders from 
whom he would collect, because the first 
week missed is the first step toward a 
lapse, and the nearer the policyholder 
approaches the lapsing point, the 
greater is his tendency to indifference 
and discouragement. 

H. E. Benn, Cleveland: 

The most successful means of saving 
business that is four weeks in arrears is 
to call the policyholder’s attention to 
the value of the policy in the event of 
death and to compare it with the small 
amount of premiums usually paid in. I 
also remind policyholders of the need 
of adequate burial protection and the 
uncertainty of life. If the policy is old 
enough, call his attention to the in- 
crease which the company has added, 
referring to form 1117. 

A collection of five weeks or more on 
the application will start the policy- 
holder in the right way and get him into 
the habit of paying in advance. I al- 
ways urge policyholders to keep their 
premiums well ahead. 

Get the business address of the place 
of employment of the head of the fam- 
ily, also the address of some relative or 
friend. If the policyholder moves, you 
will be able in many cases to save the 
business from lapsing by using the 
address thus secured. 

W. W. Hylton, Chicago: 

Lapses occasionally result through 
transfers, for if the business is received 
several weeks back, the insured, who 
may not have had the habit before, may 
take advantage of the situation and, 
when he or she feels slightly pinched 
for finances, will take a greater chance 
and ere long will lapse the insurance 
altogether. I would urge that any busi- 
ness offered for transfer be paid as far 
in advance as possible, to discount the 
opportunity for lapse through this chan- 
nel. I always call upon people trans- 
ferred to my debit promptly, to see if I 
can be of any service to the insured, 
and if I find they have business in other 
companies and their representatives 
have not called, I tell the insured I will 
send them around, as I am generally 
acquainted with the agents concerned. 
I also advise the policyholders that it 
is not safe to let their insurance get 
into arrears. If for some reason or 
other the insured tells me they wish to 
discontinue their insurance, I ask for 


LEAVES CONNECTICUT DEPT. 





S. C. Kattell Resigns to Become Actu- 
ary for Lincoln National Life 
of Fort Wayne 





Sherman C. Kattell, who for the past 
ten months has held the position of 
actuary in the Connecticut Insurance 
Department, has tendered his resigna- 
tion to Commissioner Mansfield to as- 
sume the position of assistant actuary 
with the Lincoln National Life Insur- 
ance Co. of Fort Wayne, Indiana. Pre- 
vious to his appointment as actuary of 
the Connecticut Department, Mr. Kat- 
tell was chief clerk in the actuarial 
department of the State Mutual Life of 
Worcester. Commissioner Mansfield is 
looking for a capable man to fill the 
place made vacant by Mr. Kattell’s 
resignation. 





GROUP ADVANTAGE TO AGENT 





Following Up of Original Cases Pro- 
duced Large Volume of Other 
Kinds of Business 





H. W. Jones, manager of the group 
department of the New York agency of 
the Connecticut General Life, shows the 
results one agent achieved by using 
group as an opener for other business. 

It is well for the agent to consider 
the many advantages derived from writ- 
ing group insurance. he says—the en- 
tree it gives him and the greater effi- 
ciency coming from contact with men 
of power and position who are alert and 
advanced and in a position to convey 
ideas to the agent which are at times 
undoubtedly of value both to the agent 
and to the company he represents. 

The agent should realize the excep 
tional opportunities presented for writ- 
ing business and personal insurance on 
the lives of the executives of companies 
which the agent has written for group 
insurance. 

As an illustration of this, there is the 
case of one of the Connecticut General’s 
New York agents, A. D. Coe, who has 
closed a number of group cases, and 
through this medium has written the 
following policies: 

Group case of Barber Steamship Co., 
individual policies én the lives of ten 
members of this company in the amount 
of $145,000; group case of Underwriters 
and Credit Bureau, Inc., a life insurance 
policy of $100,000; group case of W. C. 
Langley & Co., a life policy of $50,000; 
group case of Caldwell & Co., policy of 
$5,000 on life of an officer of the com- 
pany; group case of Bowring & Co., a 
life policy of $40,000; group case of Har- 
rolds Motor Car Co., a life policy of 
$5,000. 

The records shows many other large 
life insurance policies, including $400,- 
000 of partnership insurance closed by 
Mr. Coe, which can be traced directly 


the policies and show them the advan- 
tage of keeping their insurance in force. 

I treat everybody with courtesy, and 
if I am not able to save the business, 
then I regularly call at the home for 
two or three weeks, to keep in touch 
with the policyholders, and frequently 
am able to get the business back on the 
books. 

J. F. Mendelis, Wilkes-Barre, Pa.: 

A policeman in this city did not be- 
lieve in insurance and ordered his wife 
to lapse the family policies. The agent 
persuaded her to pay without her hus- 
band’s knowledge. Not long afterwards 
three of the children were taken sick. 
It was necessary to call the family phy- 
sician and engage a nurse, and after 
three weeks of illness two of the chil- 
dren got well, but one died. The wife 
and mother asked her husband where 
the money was coming from to pay the 
funeral expenses, the doctor’s bill and 
that of the nurse. The husband in- 
formed her he would have to borrow, 
and she then stated she had disobeyed 
his orders and paid the premiums and 
that The Prudential would deliver a 
check for $240 the next day. Facts like 
these can be used to save lapses. 


to group insurance. It is impossible to 
state exactly how much life insurance 
has been produced through this me- 
dium, but in the case of Mr. Coe the 
actual figures have been secured. 

The possibilities are just as great for 
any other agent who will use to advan- 
tage the entree gained through group 
insurance. 





ASSETS, OF $12,000,000 





Best Year for Presbyterian 
Fund of Philadelphia; 
Structure Coming 


Ministers’ 
New 





The Presbyterian Ministers’ Fund, 
which on January 11, 1923, will com- 
plete 164 years of successful and pros- 
perous existence and constant growth, 
looks forward to celebrating its 165th 
anniversary in its own home office build- 
ing. 


The institution recently purchased 
the properties 1805 and 1807 Walnut 
street, having a frontage of 44 feet and 
a depth of 145 feet, on which will be 
erected as soon as circumstances will 
permit.a five or six-story office building 
of brick, stone, concrete and steel con- 
struction of ornate design and the latest 
modern type. The structure will be 
planned to admit of adding to the height 
in case it is deemed advisable to do so. 

The annual statement for 1922 will 
show that it was the best year in the 
fund’s history. The assets will exceed 
$12,000,000, the net surplus will be more 
than $600,000 and the increase in new 
insurance will not be less than 15%. 





CONTINENTAL LIFE’S GROWTH 





Wilmington Company Makes 23% Gain 
in Business, Which Now Ex- 
ceeds $40,000,000 





The Continental Life of Wilmington, 
Del., closed the year with new paid-for 
business of over $9,000,000, which was a 
gain of 23% over 1921. The admitted 
assets now amount to over $5,526,000, 
the excess of assets over liabilities be- 
ing $1,703,531, or 45%. The company’s 
insurance in force has crossed the $40,- 
000,000 mark, the percentage gains in 
all respects being substantial. A strong 
feature of the company’s statement as 
heretofore is the high proportion of 
assets to liabilities. 





NO RICHMOND SALES CONGRESS 


The Richmond, Va., Association of 
Life Underwriters will not hold a sales 
congress this month. It suggested at 
the December meeting that the associa- 
tion stage such a congress about the 
middle of January, but the executive 
committee, after threshing out the mat- 
ter, decided that it would not be feasible 
to hold one at this time. The committee 
also gave attention to the question of 
having the general agents agree on Cer- 
tain fixed days throughout the year as 
holidays for their office forces. ‘Tha 
following dates were recommended: 
January 1, February 22, May 30 (half 
holiday), July 4,\Labor Day, Richmond 
Day at the State Fair, November 11, 
Thanksgiving, December 25. 





DETROIT LIFE’S BUSINESS 

The paid-for business in 1922 of ths 
Detroit Life was $11,248,000. This com- 
pares with $9,889,000, an increase of 
$1,359,000, or 14 per cent over the record 
of 1921. Included in the 1921 business, 
was a very large group policy, so that 
the increase in 1922 on straight life 
insurance is most important and im- 
pressive. 

The record of $11,248,000 compare» 
with $7,581,000 in 1920, and $5,204,000 
in 1919. The record of 1922 is more 
than 100 per cent increase over 1919. 
The December record of the Detroit 
Life in paid-for business was $1,665,000. 
The record of new business written by 
the Detroit Life agents in 1922 was 
$16,495,000. 























12 


THE EASTERN UNDERWRITER 


January 12, 1923 





THE EASTER 
UNDERWRITER 


This newspaper is owned and is pub- 
lished every The Eastern 
Underwriter Company, a New York cor- 
poration, office and place of business 
86 Fulton Street, New York City. 
Clarence Axman, President and Editor; 
W. L, Hadley, Secretary and Business 
Manager; Edwin N. Eager, Associate 
Editor. The address of the officers is 
the office of this newspaper, Telephone 
number: Beekman 2076. 





Friday by 


Subscription Price $3.00 a year, Single 
copies 25 cents. Canadian subscriptions 
$1.00 for posiage should be added. Other 
countries outside of Canada $1.50 for 
postage should be added. 


Entered as second-class matter April 
5, 1907, at the Post Office of New York, 
March 3, 1879. 





LIFE INCOMES IN FUTURE 

It requires neither a long memory 
nor broad experience in life insurance 
matters to be impressed that each year 
marked changes are taking place in 
the form in which life insurance pro- 
tection is being used by the people. 
The very volume of insurance brought 
proclaims the extent of the advance 

beyond the idea of “death benefits,” 
which dominated just a little while ago. 
The complexity of modern business and 
even personal affairs, has created ex- 
posures to loss into which life insur- 
ance has fitted, to their common advan- 
tage and advancement. Business in- 
surance with all of its ramifications and 
group insurance, that means life insur- 
ance wholesale, have swelled the oppor- 
tunities and the totals. With all of the 
progressiveness that these results re- 
flect, it is curious how slowly the idea 
of fixed income deve!tops in life insur- 
ance. The annuity has been used som 
what and has been long available to 
those who wanted it, but where other 
forms have swept into prominence on 
waves of popular demand, annuities 
lag. If certainty is one of the chief 
virtues of any form of life insurance, 
the fixed income should have a special 
appeal, yet it is not so. Henry H. Put- 
nam believes that the annuity idea is 
coming into its own and in the follow- 
ing article in the “John Hancock Sig- 
nature” he tells why. 

Undoubtedly the original conception 
of life insurance was solely as a scheme 
of protection for dependents in case of 
death, and even today some people still 
think it is just something which you 


make a sacrifice to buy for somebody 
else, 

However, in the present day we are 
coming to look upon life insurance as 
something entirely different, as really, 
in practice, a scientifically developed 
plan for making the most of thrift and 
savings. It is becoming clearer every 
day that for most people, those in ordi- 
nary circumstances, it is the only means 
by which they can realize to the full the 
results of their savings and self-denial. 

The thought of providing a fixed in- 
come through insurance has not as yet 
taken deep root in this country. The 
annuity idea has been worked into life 
insurance contracts in the settlement 
options, but the pure annuity, as a 
method of providing incomes for depen- 
dents and one’s own old age has not 
been developed here to the extent that 


it has in the European countries, where 


for generations it has been recognized 
as the best way, to secure the largest 
possible assured income during the life 
of an individual. 

This is because we are a young na- 
tion, but for all our youngness we have 
developed life insurance far beyond any- 
thing dreamed of by the older countries, 
or by ourselves, and it is inevitable that 
modern life insurance should become 
more and more serviceable through the 
introduction and better understanding 
of annuity features. 

The company’s action in placing in 
the hands of its agents rates and con- 
tracts for pure annuities has broadened 
its possibilities for usefulness and 
directs attention to a field which agents 
will find it profitable to cultivate. 

The annuity idea is getting more and 
more attention. People in this country 
are learning that the annuity provides 
the maximum income with no risk at 
al. Old people with small savings or 
capital are timid about investing it, and 
yet naturally wish to secure the largest 
possible income out of their small hold- 
ings. High-yield investments contain an 
element of hazard and should not be 
considered in such a case. Absolutely 
safe investments yield a smatler income. 
The annuity yields the largest possible 
assured income with maximum security 
and therefore is unquestionably the best 
for this purpose. 

There are those who wish to take 
care of dependents so long as they shall 
live, parents or relatives, or persons in 
whom they may be interested. To give 
a sum of money outright, or to leave 
money by will is unsatisfactory because 
often the end desired is defeated, 
through ignorance or unwise _ invest- 
ment. What is needed is the largest 
possible assured income which shall 
last throughout life. This is the func- 
tion of the pure annuity. 





QUEEN TO ENTER CUBA 


President N. S. Bartow of the Queen 
Insurance Co. of America, is at the 
present time in Cuba. Speaking to a 
representative of The Eastern Under- 
writer, he advised that the Queen would 
be entered for the transaction of busi- 
ness in Cuba. 
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HAROLD T. LEACH 


Harold T. Leach, recently appointed 
State agent in New Jersey for the Chi- 
cago Fire and Marine Insurance Co., 
brings to that company a long. ex- 
perience in the New Jersey field. He 
started in 1902 with the Camden Fire 
at the home office as an office boy, 
working his way up through the var- 
ious departments of the Company. For 
two and a half years he assisted Joseph 
Doyle, manager of the Philadelphia 
branch of the Camden Fire and the 
Glens Falls. At the beginning of 1921 
he went into the field traveling eastern 
Pennsylvania and southern New Jersey. 
As State agent for the Chicago Fire 
and Marine, Mr. Leach will maintain 
two offices, one at 9 Clinton St., New- 
ark, covering northern New Jersey and 
the other at 340 Carteret St., Camden, 
covering the southern part of the state. 





J. ALDEN TIFFT 
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INSURANCE ON 


0737 
LOMBARD 9737 


Eastern Underwriter, 
86 Fulton Street, 
New York City. 


Gentlemen: 


EVERYTHING 
J Peat » 1923. 


Last night I went homs prepared to read an inter- 
esting continued story, but I first picked up my copy Of the Fastern 


Underwriter to look at it for a few minutes, end as usual + 


became 


so absorbed in it that I did not have an opportunity to read the 


story. 


I subscribe to literature on a great many insurance 


subjects, but I can honestly state that I 


get more real information 


regarding the insurance business in general from the Eastern Under- 


writer than any other insurance publication. 
scriber for a number of years, and 1 


I have been a sub- 
am writing you this because 1 


feel that your publication justifies a freat deal more praise then 


I have given it. 


Wishing you continued success, I am 


Yours very truly, 


Bek 


JAT/EW 


President. 





Leonard E. Fackner, who was recent. 
ly appointed deputy comptroller of the 
Metropolitan Life Insurance Co., is the 
man who has been responsible for carry- 
ing out the Metropolitan’s great “hous. 
ing” loan program since the world war, 
under the general direction of Comp. 
troller Walter Stabler. The Metropoli- 
tan early realized the critical situation 
growing out of the housing needs 
throughout the country and was the 
first insurance company to undertake q 
definite program of relief through loang 
on such attractive terms that building 
was greatly encouraged. These “hous 
ing” loans have been made in approxi. 
mately 300 cities and now has reached 
over $50,000,000 in amount. The detail 
of carrying out this big lending program 
has been Mr. Fackner’s responsibility 
and his education and experience have 
fitted him peculiarly for this work. Mr. 
Fackner is a graduate civil engineer, 
and after getting his degree wag for 
several years engaged in different kinds 
of construction work in and around New 
York. He then went with a large New 
York trust company in its real estate 
department and for several years tray- 
eled throughout the country in connec- 
tion with its real estate and mortgage 
transactions. Coming to the Metropoli- 
tan Life about six years ago, Mr. Fack- 
ner has spent a large part of his time 
in traveling over the country and put. 
ting into effect the “housing” loan pro- 
gram until that part of the company’s 
investment activities has become one of 
its most important branches. 


Giadys Meriam Adams, secretary w 
E. L. Sullivan, advertising manager of 
the Home of New York; Franklin Fire 
and the City of New York Fire Insur- 
ance Companies, for the past three 
years has heard the call of California, 
and at the end of January will make 
tracks for San Diego. An inquisitive 
reporter of The Eastern Underwriter 
has “digged” out the information that 
a certain E. P. Broedel, newspaper mau 
of San Diego, has with malice afore 
thought set the song birds of California 
to warbling the delightful trills which 
have reached the ears of Miss Adams 
calling her thence, and that wedding 
bells will be ringing soon after she 
arrives at San, Diego. 


Edward T. Pape, superintendent of 
the Prudential at Utica, New York, has 
been with the company since 1887 when 
he became an agent at Baltimore. Six 
months later he was promoted to as- 
sistant superintendent and made brief 
sojourns in Hagerstown, Maryland, and 
Washington, D. C. In 1890 he was ap 
pointed superintendent at Altoona, Pa. 
He went to Chicago in 1896 and re- 
mained there as a superintendent until 
1907 when he was given his present 
post at Utica. 

* * s 


B. D. Cole, agent at West Palm Beach, 
Fla., recently moved into new offices In 
the Guaranty Building in West Palm 
Beach. The Guaranty Building is of 
fireproof construction and affords very 
fine quarters for office purposes. Mr. 
Cole is a brother of E. EB. Cole, presk 
dent of the National Union Fire, of 
Pittsburgh. 

s * y 


Ernest C. Clayton, superintendent of 
of the sprinklered risk department of 
the New Jersey Schedule Rating Office, 
suffered a stroke of paralysis two weeks 
ago Sunday. Recently Mr. Clayton 
lost a son. 


FOWLER A DIRECTOR 

Arthur A. Fowler, of Rogers, ror 
Co., has been elected a director of t a 
Fidelity-Phenix Company. Hie !s _ 
director of the Northern of New 0m 
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also 4 — — 
York. 
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Recommendations Of 
Commissioner Hayes 


WOULD ELIMINATE COMPANIES 


Wants Investigation of Costs to Tax- 
payers; Would Make Way Clear 
By Legislation 
Following are the recommendations 
in full of Commissioner Nicholas J. 
Hayes, of the New York City Depart- 
ment of Water Supply, Gas and Elec. 
tricity, made to the Board, of Estimate 

and Apportionment: 

I desire to bring to the attention of 
the Board of Estimate and Apportion- 
ment, for their very earnest and Care- 
ful consideration, the question of the 
entrance by the City upon a new under- 
taking and activity that will, in my 
opinion, bring to the City Treasury a 
source of revenue in an amount which 
I believe will be adequate for the opera- 
tion of our larger Departments and cre- 
ate a surplus sufficient to diminish the 
cost of maintaining other functions of 
our Government. This will reduce the 
burden of the taxpayers, as well as 


greatly reducing the now exorbitant 
insurance premiums. 
This revenue, which is as constant 


and assertive as the proverbial taxes, 
is now diverted to private interests, 
organized as fire insurance companies. 
Their vast real estate holdings in this 
City and their invested capital through- 
out this and foreign countries clearly 
reflect the enormous profits of this spe- 
cial business activity. 

When you consider that these com- 
panies rely almost absolutely for the 
protection of their risks upon the vigi- 
lance and safeguard accorded to the 
house owners and residents of the City 
by a number of our Municipal Depart- 


. 


ments, the value of this public service, 
which is measured by the insurance 
companies in the nature of premiums, 
should, in my opinion, be paid for di- 
rectly to the City. 

To the present date, our existing 
water supply system has cost approxi- 
mately $345,000,000. At least $10,000,000 
of this sum is properly chargeable for 
fire protection. Independent of this, 
the City has constructed and maintained 
a separate system, for fire fighting pur- 
poses, commonly called our high pres- 
sure system. The initial cost of same 
was $9,400,000 and since its operation, 
for a period of approximately ten years, 
the maintenance cost has_ been 
$3,000,000. 

The Fire Department, comprising thse 
most efficient fire fighting force in the 
world and equipped with the most 
modern apparatus, is maintained at an 
enormous cost yearly. While the firsv 
duty lies in the preservation of life, its 
labors are expended in a larger degree 
in the protection of private property. 
Through the Fire Prevention Bureau 
and the rigid enforcement of its rules, 
every possible safety for the protection 
of property from fire is required, there- 
by giving a greater security to all in- 
sured property. Our newly perfected 
fire alarm system adds to the certainty 
of a quick response by the Fire Depart- 
ment and within a limited time, never 
heretofore surpassed, by reason of its 
now complete motorized apparatus. 

Our Building Code and the regula- 
tions of the Tenement House Depart- 
ment provide for each house owner and 
resident of the City the fullest insur- 
ance of safety to buildings and struc- 
tures and, under the provisions of their 
respective rules, the prevention of fire 
is assured by the use of appropriate 
materials and methods of construction. 

The Bureau of Electrical Inspection 
performs a most important duty in 
supervising the installation of electrical 
wires and apparatus, so that no fire 
hazard is created. 


The handling, storage and use ot 
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Incorporated 1849 


Cash Capital $2,500,000.00 


SPRINGFIELD 


Fire & Marine Insurance Company 


Metropolitan Fire Agent 
C. G. Smith 
1 Liberty Street 














SPRINGFIELD, MASS. 


Service Department 


Geo. A. Hill, Jr., Special Agent 


1 Liberty Street 














high explosives are rigidly enforced un- 
der the regulations of the Municipal 
Explosives Commission. In every Con- 
ceivable way, under authority of law, 
the City is expending vast millions 
yearly for the protection of property. 
This, of course, is a duty and a prope: 
municipal function, but I believe every 
taxpayer and resident of the City, the 
vast majority of whom carry fire insur- 
ance, will recognize the force and merit 
of the City’s claim to obtain directly 
the benefits which accrue from the pub- 
lic service rendered and which will re- 
vert to the people through providing 
improvements and betterments which 
2 now restricted budget precludes. 
Playgrounds and recreation centers, 
of which there are too few; the better 
illumination of our streets, boulevards 
and main arteries of traffic, brightened 
with a density of lights in keeping with 
their grandeur and importance; sea- 
side parks and ample bath house accom- 
modations, are a few of the improve- 
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Actual market value for all securities 





D. HE. Dunham, President 
Neal Bassett, Vice-President 
John Kay, Vice-Pres. & Treasurer 
A. H. Hassinger, Ass’t Sec’y 
Jehn A. Snyder, Secretary 


MECHANICS 


Organized 1854 


Statement January 1, 1933 
ASSETS AND LIABILITIES 


Capital @eeceseeese 8 600,900 


Reserve Reinsur- 
ance Funds ..... 1,562,257 
Reserve all other 
liabilities ....... 188,956 
Net Surplus ...... 789,027 





Total ............ $8,185,240 
Peficyholders Surplus, $1,389,027 





FIREMEN’S 


INSURANCE CO. 


of Newark, B. J. 
Organized 1654 


Statement January 1, 1972 
ASSETS AND LIABILITIES 
Capital ...........$1,250,000 


Reserve Reinsur- 
ance Fund ...... 5,021,670 


Reserve all other 
liabilities ....... 1,405,201 


Net Surplus ..... 2,840,571 





Total ...........$10,517,442 
Poticyheiders Surplus, $4,000,571 














H. M. Grats, President 
D. H. Dunham, Vice-President 
Neal Bassett, Vice-President 
John Kay, Treasurer 
A. H. Hassinger, Ass’t Sec’y 


THE 
Girard F. & M. 
INSURANCE CO. 


ef Philadelphia 


Organized=1853 


Statement January 1, 1922 
ASSETS AND LIABILITIES 
Capital ..........$1,000,000 

Reserve’ Reinsur- * 
ance Fund ...... 2,240,988 
Reserve all other 





liabilities ....... 267,721 
Net Surplus ..... 851,855 
Total ...........$4,8360,509 


Policyhoiders Surplus, $1,851,855 




















Loyal to friends and loyal agents 














ments in which the general public will 
share and which can be made possible 
by diverting fire insurance premiums to 
the City instead of to organized capital, 


I suggest that the matter be sub. 
mitted to the Commissioner of Accounts 
for investigation and report as to the 
amount of insured buildings and chat- 
tels in this City, the yearly premiums 
paid and other expenses upon our tax: 
payers in obtaining policies of insur. 
ance, and such other financial data, as 
will reflect the net earnings to the 
companies on insured properties in our 
City. 

It is further suggested that the Cor- 
poration Counsel advise whether there 
is any legal prohibition against the City 
assuming the obligation of insuring 
buildings and their chattels against loss 
by fire, and that if it should be deter. 
mined that legislative authority is 
necessary to empower the City to en- 
gage in the enterprise, there be pre 
pared and submitted appropriate meas- 
ures for the full and complete accom- 
plishment of this purpose. 





COMMISSIONER HAYES 
A TAMMANY LEADER 

Nicholas J. Hayes has been a Tam- 
many Hall leader for more than twenty- 
five years and a member of its executive 
committee for nearly all of that time. 
He started his political career when 
he was made an inspector in one of the 
city departments under Mayor Grant 
and he has been in the thick of city 
politics ever since. He is good looking, 
genial and just the type to get an en- 
thusiastic political following, but he is 
also full of fight and has been the 
center of some stormy political battles 
of the old type that required the police 
reserves to settle. He is now about 
sixty-six years old. He early won the 
favor of Richard Croker and has since 
practically continuously held some po 
litical post, either elective or appointive. 
He was twice fire commissioner, having 
been appointed by Mayor McClellan— 
whose warm friend he was—in both 
McClellan’s first and second terms. He 
was elected sheriff in 1906, which office 
he held for two years until reappointed 
as fire commissioner in 1908 to succeed 
Hugh Bonner. 

In the Curran investigation Commis- 
sioner Hayes’ name was brought out 
in connection with the activities of the 
Pocasset Club, of East 116th street, in 
some respects the strongest Democrati¢ 
organization in the city, of which Hayes 
is supposed to be the directing “— 
The 28th Assembly district of whic 
Hayes has been leader for many 7 
is the “Little Italy” of Harlem and t a 
Pocasset Club is the stronghold of the 
district. 

Commissioner Hayes has held = 
present office in charge of the ¢ 7 
department of water supply, gas an 


electricity since the beginning of Mayor 
Hylan’s administration in 1918. 
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Canadian Companies 
Had Bad Year in 1922 


SUCCESSION OF BIG LOSSES 








Loss Ratio Was Heavy Even Before 
Conflagration in Northern 
Ontario in Fall 





The Canadian companies have had a 
pad underwriting year generally, with 
arecord of big fires in succession dur- 
ing 1922. The average annual loss ratio 
in Canada for the fifty-three years from 
1869 to 1921 has been 57.05 per cens 
of premiums, according to “Canadian 
Insurance.” In the year 1904 the ratio 
stands out at 107.06 per cent. Thence- 
forward to 1921 the highest loss ratio 
shown is 60.37 (1908). It is safe to 
predict for 1922 a general loss ratio 
higher than that of 1908. A _ figure 
around 65 per cent would not surprise 
us. The blue book now shows the ratio 
on the basis of losses incurred to net 
premiums written, which gives a rather 
different result from the old system of 
losses paid compared to premiums re- 
ceived, and so makes actual comparison 
difficult. 

The crowning disaster of the past 
year, the conflagration in the Timiskam- 


' ing District of‘ Northern Ontario, in 
' October, involved a fire loss of around 


five million dollars and a loss to the 
insurance companies of about two and 
a half millions. But for this catastro- 


_ phe, the Province of Ontario has shown 





a better record in regard to fire losses 
during 1922 than in 1921, that is, uy 
toend of October. Oficial figures com- 
piled by the Ontario Fire Marshal’s 
ofice for the ten months to end of 
October, 1922, give the aggregate fire 
loss as $12,277,406 for the Province 
(excluding the Northern Ontario fire) 
which is $1,350,000 less than for the 
corresponding ten months of 1921, al- 
though there were seven more fires 
reported in 1922. 

Through the courtesy of E. P. 
Heaton, the Ontario Fire Marshal, who 
has made a thorough investigation of 
the fire which devastated the Timis- 
kaming district, October 5, the follow- 
ing particulars of losses are given. 
These are embodied in the Fire Mar- 
shal’s official report now in the hands 





) 


of the printer, which it is hoped will 
be distributed in the course of a week 
or two, 

The number of properties destroyed 
or damaged was 1,379. The aggregate 
loss involved amounted to $4,956,250, 
of which there was $2,508,234 insurance 
loss and $2,448,016 was not insured. 

The idea was current among insur- 
ance men that comparatively large 
amounts of insurance in unlicensed 


affected. We understand this was not 


the case. The total of unlicensed in- 


| slrance was probably not more than 


companies was in force in the district 
‘ 
t 


fifty thousand dollars. 





G. H. YOUNG SPECIAL AGENT 
Starting from nothing in March, 1918, 
the premiums of Johnson, Locke & 
Levy, general agents, Birmingham, Ala., 
reached $80,000 in ten months of that 
year—the first year in business. In five 
years premiums have grown to about a 
quarter of a million dollars. 

The agency announces the appoint- 
ment of George H. Young as special 
‘gent to assist Mr. Johnson, who has 
been doing this work heretofore. Mr. 
oung’s headquarters will be our office 
in Birmingham. 

59 FIRES IN WEEK 

For the week ending December 30 
there were fifty-nine fires reported in 
the local district through the Commit: 
eon Losses and Adjustments of the 
€w York Board of Fire Underwriters. 
Of these the fire marshal is investigat- 
ing four losses, one in the fur trade and 
three in the cloaks, suits and dresses 
de. As is very perceptible the loss 
Mtio for this area is not wholly en- 
‘olraging to fire underwriters. Last 
Week there were sixty-five fires. 














ORGANIZED 
1853 


CASH CAPITAL 
$12,000,000 








THIS YEAR USE EVERY CHANNEL 


Resolve for 1923 that in the grand game 
of seeking additional income you will not 
overlook any of the opportunities presented 


by the many classes of insurance coverage. 


a. 


Don’t confine your efforts to one or two 
lines. Use every channel leading to increased 


premium income. 


America’s Largest and Strongest Fire 
Insurance Company has a long list of cover- 
ages provided for the use of local agents. 


Use these facilities. 











THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 





Fire and Lightning, Automobile (Complete cover in Combi- 
nation Policy), Earthquake, Explosion, Hail, Marine (Inland 
and Ocean), Parcel Post, Profits and Commissions, Rain, 
Registered Mail, Rents, Rental Values, Riot and Civil Commo- 
tion, Sprinkler Leakage, Tourists Baggage, Use and Occu- 
pancy, Windstorm. 




















STRENGTH REPUTATION 


SERVICE 

















Gov. Sproul Praises 
Donaldson in Report 


SERVICE UNEQUALED IN STATE 





Pennsylvania Executive Says Depart- 
ment Has Attained Notable Effi- 
ciency; Why Competence is 
Needed 





Insurance Commissioner Thomas B. 
Donaldson, of Pennsylvania, was praised 
in high terms for efficiency and thor- 
oughness by Governor William C. Sproul 
in his report to the 1923 Legislature on 
departmental activities. Pennsylvania’s 
insurance department as now organized 
is less than four years old, and Com- 
missioner Donaldson has been in charge 
since the reorganization. Prior to 1919, 
instead of a separate department, the 
control of insurance matters in Penn- 
sylvania was vested in a board. 

In his report Governor Sproul said: 

“The Insurance Department was re- 
organized under the Act of June 12, 
1919, and, under the direction of Com- 
missioner Thomas B. Donaldson, it has 
attained an efficiency notable among 
similar organizations throughout the 
country and a record of service un- 
equaled in the history of the state 

“The detailed report of Commissioner 
Donaldson shows a thoroughness of in- 
spection and a care for the interests of 
policyholders in all branches of the very 
important protective enterprises of fire 
insurance, life insurance and various 
other forms of this great business that 
is most gratifying. It is most difficult 
for the insurance department to offer 
tangible proof of its accomplishments. 
It is not a department which does much 
in an aggressive way, most of its work 
being in the nature of restrictions—a 
comprehensive series of ‘donts’. Its 
examinations and warnings, which pre- 
vent failures and consequent losses to 
patrons, rarely gain publicity. Its work 
in liquidation and the distribution of 
assets to sufferers from bankruptcy sel- 
dom reaches the public notice. Ten 
hundred and seventy insurance organi- 
zations report annually to this depart- 
ment. Its encouragement of lawful en- 
terprises and its efforts to justly regu- 
late rates and secure justice in settle- 
ments, are likewise known only to the 
individuals directly affected. 

“We may take great pride in the pres- 
ent standard of service in the insurance 
department, and it is to be hoped that 
the present absolute segregation of this 
fine organization from the influences of 
so-called ‘practical politics’ may be con- 
tinued. 

“The ramifications of the insurance 
business and its relation to the people 
in so many directions are of vast im- 
portance, and it is necessary to have 
officials in charge of the state super- 
vision who are so competent that it will 
not seem impudent for them to tell busi- 
ness organizations how to conduct their 
affairs.” 





HESSELGREN WITH FARMERS 

The Ohio Farmers announces that be- 
ginning January 1 the southwestern 
counties of Ohio are to be supervised 
by Special Agent O. G. Hesselgren. The 
territory in the Cincinnati region, is 
believed to be rich in undeveloped pos- 
sibilities, Mr. Hesselgren has had much 
valuable experience, starting his insur- 
ance work with the lowa Rating Bureau. 
Later he became special agent with the 
Security of Iowa in the home state, and 
for several years was with the New 
Brunswick and New Jersey companies 
in Ohio as special. Just prior to going 
with the Ohio Farmers he was con- 
nected with the United Firemen’s as 
special agent in Ohio and Michigan. 





MAY REVIVE FIRE MARSHAL 
A persistent rumor is afloat in Albany 
that an attempt will be made to revive 
in the state of New York the office of 
fire marshal abolished by the Republi- 
can administration in 1915. 
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F. F. BUELL, Troy, N. Y., General Age ne 
Ez. FF Y., Special Agent...........++.. 
H. H. PORTER, Special Agent.............. 

E. A. MORRELL, 205 Walnut Place, Philadelphia, Special Agen 
GEORGE SHAW, 116 Milk St., Boston, General Agent....... ecvcceses NEW ENGLAND 


Fire, Marine, Windstorm, 

Automobile, Sprinkler Leak- 

age, Riot and Explosion In- 
surance. 












O. J. PRIOR, President 








INCORPORATED 1868 


Che Standard Five Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


W. M. CROZER, Secretary 








To Write Business 
In Central America 


HARTFORD OPENS TERRITORY 


Costa Rica, Guatemala and Salvador 
Now in Favorable Trade Position; 
General Agents Appointed 











The Hartford Fire has entered the 
Central American countries of Costa 
Rica, Guatemala and Salvador and has 
appointed the following general agen- 
cies: for Costa Rica, Sasso & Pirie, 
Sucesores San Jose, Costa Rica; for 
Guatemala, George B. Soto, Banco Co- 
lombiano, Guatemala City, Guatemala; 
for Salvador, Olcovich & Oppenheimer, 
San Salvador, Salvador. 

The “Hartford Agent,” the company 
publication of the’ Hartford Fire, pub- 
lishes in the December number an ar: 
ticle on the business outlook in the 
Central American countries from whicn 
the following is taken: 

There has been a similarity in tne 
histories of the five Central American 
republics since the days of the early 
explorers, and these countries have, 
like other nations, had their periods 
of prosperity and periods of depres- 
sion, but today there exists quite gen- 
era'ly a healthy commercial activity 
throughout the land. Costa Rica, for 
example, with both soil and climatic 
conditions favorable to the growth of 
many kinds of crops, is producing to- 
bacco, cacao, sugar, indigo, rice, cocoa- 
nuts, bananas, and coffee, and is ex: 
porting the last two in large quantities. 

In the forests of the interior, rubber 
is gathered, and mahogany and other 
cabinet woods are plentiful. 

Commercial Activity 


In 1919 the exports of Costa Rica 
amounted to $17,749,000, while imports 
totaled $7,518,000—certainly a favor- 
able balance of trade. The same year 
Guatemala’s exports totaled $22,419,000 
and her imports $11,231,000. 

Guatema!ta and Salvador raise crops 
that are similar to those of the more 
southerly republic of Costa Rica, and 
as in Costa Rica, gold and silver mines 
are found in certain sections of tne 
country. 


Salvador manufactures beautiful silk 
goods, and various articles from leather, 
among which are saddles, boots, and 
shoes. Costa Rica and Guatemala also 
manufacture certain commodities that 
are used largely within the country and 
not exported. “. 


The climate of Central America is 
subject to the most marked differences 
of heat and cold, because of the great 
variations in altitude between the ter- 
ritory along the coast and the high 
mountains of the interior. 

A Hartford representative who re- 
cently visited Central America gives 
the following account of his introduction 
to Costa Rica: 

“Passing from Panama to Costa Rica 
by steamer from Christobal to Port 
Limon, on the Atlantic, we immediatety 
experienced frequent showers coming 
down on us without notice, with as 
much humidity and moisture between 
showers as one could imagine. We 
took a picturesque little train, on a 
narrow gauge road, for San Jose, Costa 
Rica. For miles we saw a rare type 
of scenery, passing through beautiful 
banana, cocoanut, pepper and cacao 
farms. Then without knowing it, we 
commenced going into a high elevation 


along a mountainous stream and be- 
fore long a top coat was needed. I 
do not believe more beautiful scenery 
could be found than that seen along 
the stream that we followed through 
the mountains. Finally at an elevation 
of about 5,000 feet we reached beauti- 
ful plateaux on which extensive coffee 
farms are operated. Then we dropped 
into valleys filled with beautiful cattle 
(in fact with stock of all kinds) ana 
small grain farms, and followed them 
until we reached the city of San Jose, 
the capital of Costa Rica.” 
Appointed General Agents 

It would hardly be true to say that 
the Hartford entered Costa Rica on the 
same train with its representative, but 
it was not long after that Sasso & 
Pirie were appointed accredited Gen- 
eral Agents of the Hartford Fire Insur- 
ance Company, and the company itself 
was permitted by the Costa Rican gov- 


ernment to write business in the re- 
public. 
There are three members of this 


general agency: Mr. Charles N. Pirie, 
a Frenchman, who has for over twenty- 
five years been a resident of San Jose; 
Mr. J. G. Pearson, of Scottish descent, 
but a native of Canada; and Mr. Jerome 
PE. Clark, formerly of Philadelphia, 
Pennsylvania. These three men are 
prominent in the commercial activity of 
the republic, being personally interest- 
ed in the coffee trade and operating 
the largest private bank in San Jose. 

From an underwriting standpoint, the 
property in San Jose is exceedingly 
interesting. The better buildings are 
constructed of reinforced concrete, but 
there are also many built of ordinary 
brick and adobe. The streets are nearly 
all sixty feet wide and are well paved. 
The buildings are usually but one story 
in height, although a few are two. The 
roofs are in most cases of metal. Fire 
protection is very slight and the lacn 
of modern protective apparatus is a 
severe handicap. 

Guatemala, the most westerly of the 
Central American republics, is not un- 
like Costa Rica when viewed from a 
fire insurance standpoint. 

None of the buildings in Guatemala 
City, the capital, are equipped witn 
artificial heating apparatus. The light- 
ing is all done by electricity, and meals 
are cooked over charcoal or wood fires 
that are built over concrete or dirt 
floors. Although Guatemala City is sub- 
ject to earthquakes, the construction 
of houses is such that they are not 
damaged by any ordinary shake-up. 

The Hartford is pleased to announce 


the appointment of George B. Soto as 
General Agent for the republic. Mr. 
Soto was born in New York City but 


has extensive business interests in 
Guatemala. He is president of the 
3anco Colombiano and is engaged in 


the coffee trade. Mr. Soto has always 
been an admirer of the Hartford organi- 
zation, and it is certain that business 
interests in the republic will appreciate 
the insurance facilities afforded by the 
appointment of this new General 
Agency. 

The smallest of Central American re- 
publics is Salvador, located on the Pa- 
cific Coast, south of Guatemala and 
Honduras. This republic is approxi- 
mately the size of the state of Massa- 
chusetts and has less than half the 
population. 


A Government Appraisal 

San Salvador, the capital, is a very 
beautiful little city that has become 
accustomed to the earthquakes that 
frequently disturb the inhabitants. 
Buildings are but one story in height 
and are so constructed that the quakes 
do but little damage. 

Here the government not only aids 
insurance interests by a law that also 
exists in Costa Rica and Guatemala, 
which requires proof of innocence in 
case of a fire, but makes it one of the 
duties of the fire marshal to inspect 
all risks insured and to place a value 
on the building and contents. Then if 
the insurance is found to be over 75 
per cent of the value, the coverage is 
reduced in order that the policyholder 
shall assume a quarter of the risk. 

Messrs. Olcovich & Oppenheimer 
have been appointed General Agents 
for Salvador, and the Hartford is cer- 
tain that the interests of both the com- 
pany and its policyholders will be care- 
fully guarded by these new representa- 
tives. 

Julius Oppenheimer was born in 
Germany but is a naturalized citizen 
of the United States. He has been a 
resident of San Salvador since 1901. 
His partner, Mr. Olcovich, was born in 
the United States and has resided in 
Salvador for eleven years. Both of 
these men have been engaged in the 
insurance business for quite a number 
of years. 

This latest expansion of the Hart- 
ford’s facilities and the addition of 
three new nations to the international 
service offered by the company will be 
of direct benefit to the agency force 
and Hartford policyholders in the 
United States. 

















COLUMBIAN NATIONAL 
FIRE INSURANCE COMPANY 





Built on its REPUTATION of SER- 
VICE to its LOCAL AGENTS 


The sign of the COLUMBIAN NA- 
TIONAL backed by its integrity is the 
sign of good insurance 

T. A. LAWLER, General Manager 
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BRITISH HANDY CHART 





1922 Edition Published; New Featurey ¢ 


to Guide Investors; Marine 
Accounts Analyzed 





The “Post Magazine” of London 
England, has published the 1922 edition 
of the “Handy Insurance Chart” or 
British companies, giving fire, marine 
personal accident, employers’ liability, 
and miscellaneous business accounts 
for the special use of investors, bank- 
ers, merchants, shipowners, insurance 
Officials and the insuring public gen- 
erally. 

The 1922 edition is the second to be 
published, that for 1921 having appearea 
early in the year. The 1922 copy in- 
cludes the figures of the last published 
balance sheets, i. e., 1921. 

In response to suggestions, footnotes 
appear to each company, showing the 
net reserve adjustmeut, the perceatage 
of the marine fund (which will be of 
special value to bankers and merchants, 
whose concern is chiefly in regard to 
the marine account), the amount of the 
net profits or loss, and the percentage 
which this bears, not only to premiums 
but also to paid-up capital. This last 
will be welcomed by investors, for the 
profits passed to profit and loss account 
are not necessarily the total profits 
earned, aS some part may have been 
applied in strengthening the additional 
reserves. The percentage reserved for 
unexpired risks before arriving at profit 
is also stated for each company. 

The preface includes a novel table 
illustrating how the total claims include 
settlement in respect of premiums of 
earlier years. This table is worthy of 
the study of those concerned with in- 
surance and of the insuring public. 
With an instructive table available, no 
director of an insurance company can 
successfully plead that the provision of 
adequate reserves is too technical a 
subject for him to grasp the principles 
involved. The price is 3 shillings, 8 
pence postpaid. ao 





BILL ON FOREIGN FIRE TAX 


Among a series of seventeen recom- 
mendations of the New York State Con- 
ference of Mayors assembled at Albany 
on January 5, 1923, is the following to 
the Legislature: 

Foreign Fire Insurance Tax 

“We recommend that important 
changes be made in these provisions of 
law which regulate the distribution and 
use of the revenues received from the 
foreign fire insurance tax. To stop 
abuses now possible in most cities and 
prevalent in some, we urge that the 
Legislature by law require the revenue 
from this tax to be deposited with, dis- 
bursed by and accounted for by the City 
Treasurer and placed under the control 
of the municipal body or bodies which 
prepare and adopt the annual city 
budget, to be used to reduce the appro- 
priation for the operation and mainte- 
nance of fire departments or for the sup- 
port of the firemen’s pension fund oF 
the exempt firemen’s relief fund.” 





Renton Left Mutual Before Liquidaticr 

Walter B. Renton calls attention to an 
article published in the last issue of 
The Eastern Underwriter with refer- 
ence to the Motor Car Mutual Fire In- 
surance Company, based upon a state- 
ment issued by the Liquidation Depart 
ment of the New York State Insurance 
Department, and says: “Please make 
note that I had resigned two years prior 
to the taking over of these companies. 








Ja 


“OF 


Tose ornmraocnen 


— Dae ot ee a 


























1923 











\X 

‘ecom- 
e Con- 
\lbany 
ing to 


4 
ortant 
ons of 
yn and 
ym the 
» stop 
eg and 
at the 
evenue 
th, dis- 
1e City 
control 
which 
1 city 
appro- 
nainte- 
he sup- 
ind or 


” 


idation 

to an 
ue of 
refer- 
ire In- 
state- 
epart- 















January 12, 1928 


THE EASTERN UNDERWRITER 


17 





Imagine Insuring 
Anything in Greece! 


STILL WRITING BUILDINGS 





“Fortunately I Cancelled 280 Policies in 
Smyrna,” Says Representative of 
British Offices 





It is difficult, if not impossible, for 
American underwriters to visualize con- 
ditions in some of the countries, Greece, 
for instance, in which British compan- 
ies do business. <A representative of 
three British companies in Greece sends 
to “The Policy,’ a London publication, 
the following account of conditions in 
that much disturbed area: 


Everything in this unfortunate little 
country is influenced by the political 
situation of the moment, and as politics 
and parties here are as changeable as 
the weather in England the task of cor- 
rectly judging the situation in its re- 
lation to fire business is no mean one. 

There have been lightning develop- 
ments here, startling in their effective- 
ness, details of which L have no doubt 
readers will have obtained from daily 
newspapers, and though at the time of 
writing it would appear as if the re- 
volutionary movement were all for the 
good of the nation and for the benefit 
of the State, and while apparently the 
New Party (Nationalist Party) has the 
unanimous approval of the people—it 
certainly has the support of both the 
army and navy—I cannot quite visualize 
the Royalist section of the community, 
which is still numerically very strong, 
taking the movement lying down as it 
were. It is undeniable that the whole 
affair was engineered perfectly, ana 
that the organization must have been 
deeply thought out and most carefully 
planned and that no hitch or hesitation 
occurred. 

All this, however, points two ways, 
and knowing the characteristics of the 
Greeks I cannot but advise home fire 
offices to be particularly cautious in 
their acceptances for a few months to 
come. By that time I shall have been 
uble to get at a true appreciation of 
the changed position. Meanwhile, so 
far as my own underwriting for the 
three offices I control here is concerned, 
{ have already informed the general 
agents that I will accept buildings only 
without any exceptions whatsoever, 
and, of course, nothing at all from the 

Provinces of Thrace and Macedonia 
will be entertained. I have also ex- 
cluded many Greek islands such as 
Mitylene, Chios, Samos, Nicaria, and 
Lemnos, on most of which are still and 
will be for some time to come, numbers 
of soldiers and thousands of refugees 
of all nationalities. 

Fortunately two months ago I can- 
celled 280 policies on risks in Smyrna. 

In conclusion, in a position where it 
is impossible for anyone to anticipate 
the march of events with any degree of 
certainty, but where the usual sweet- 
hess of the perfume of the Orient is 
tainted with a scent of danger, a fire 
underwriter’s regard for his company 
should prompt great caution. That 
time is now, and candidly I await de- 
velopments, as the situation here at the 
moment of ending this article is alto- 
gether too tranquil for my liking. 





PHILADELPHIA CHANGES 

Appointments of Philadelphia agen- 
cies made last week were A. M. Waldron 
and C. A. Krouse & Co. by the Fuso 
Marine & Fire of Japan. The agency 
of the Glens Falls was transferred from 
E. R. Hunt & Co. to Leach, Chase & Co. 
The American Eagle Fire withdrew 
from the office of James F. Ifill. 





STATISTICAL BUREAU MOVES 

Charles B. Van Valen, Inc., have 
leased the third floor at 50-56 John 
street to the Underwriters Statistical 
Bureau, now located on Fifth avenue. 
The lease is of interest, as it offsets the 
Temoval uptown of some of the insur- 
ance interests. 











An Agents Resolution 





HE bright New Year points the way to higher, broader 
and better fields of opportunity, creating in us a deter- 
minaticn and activity which if sustained will bring us 

reward. “Nothing is without its just reward” and yet, 
against each determination is massed contrary emotions 
and tendencies which mock and deride our valuable inten- 
tions, and tend to frustrate our splendid resolutions by in- 
decision—the force that makes failures of men. 


A high degree of business ability is maintained only by 
those qualities mutual between agent and company—good 
common sense planning, consistent effort, vision, determi- 
nation, activity and the conservation of those energies 
which go to make up agency progressiveness, and which 
may be observed in the simple yet admirable maxims of 
the noted late John Wanamaker: 


“Keep up good standards and, day by day, raise them higher.” 
Every man and woman is capable of making a discovery that 

may be important to the world.” 

“Business must rest upon the uncrumbling foundations of con- 
fidence in one another.” 

“Every undertaking is made up of the sum of past endeavors— 
plus—ambition and new visions.” 

“Each new achievement is but a point to camp on for the night 
only, the next morning to wake and climb.” 


These golden maxims are valuable assets in business, and 


as “Eternal vigilance is the price of liberty” so sustained 
effort is the channel to reward. 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 
75 Maiden Lane, New York 


Hart Darlington, Manager 
J. F. Van Riper, Branch Secretary 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 
W. G. Falconer, President E. B. Thistle, Secretary 








Fire, Tornado, Automobile, Sprinkler Leakage, Explosion, 

Rent, Use and Occupancy, Tourist Baggage, Riot and Civil 

Commotion, Liability, Burglary, Workmen’s Compensa- 
tion, Accident and Health, Golfers, Plate Glass. 


The Agent Who Seeks to Give Good Service 
Must Himself be Well Served 
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Insurance Necessary 


To Credit Soundness 


INTERESTS PARALLEL 





Need for Strengthening Moral Tone 


One of Mutual Problems of 
These Businesses 





Credit men are alive to the value of 
insurance in their work, and they study 
its uses. A recent number of “Credit 
Monthly” had the following article con- 
tributed by J. F. Van Riper, secretary 
of the United States branch of the Nor- 
wich Union Fire: 

Wherever there is a credit there 
should be insurance to protect it. It is 
for the interest of both debtor and credi- 
tor that the physical basis upon which 
dependency was placed in assuming the 
debt on the one hand and taking the 
risk on the other be not weakened or 
destroyed by either fire or other dis- 
aster and that if loss does come then 
that provision has been made for in- 
demnification through that great prin- 
ciple of scattering the burden of the 
loss as provided by insurance. Thus 
the debtor’s powers to liquidate his 
obligation are as nearly as possible un- 
diminished 

The foremest question in the matter 
of credits is the relative safety of the 
undertaking. As a banker, asked to 
supply funds for an enterprise, or as a 
manufacturer, asked to supply goods on 
credit, my first inquiry would be as to 
the possibility of the success of the 
enterprise. To go a little further I 
would wish to know whether there was 
anything in the nature of the venture 
or in the public interest to suggest that 
credit or accommodation be denied. 

My next inquiry would be into the 
character and standing of those seeking 
accommodation, whether the habits of 
life, the business methods, the sense of 
obligation under an agreement or con- 
tract were such as to inspire confidence 
and make dealings reasonably safe. 

The collateral question would follow 
naturally and logically, as to what se- 
curity underlies the, venture as a safe- 
guard against any possible misfortune 
or accident resulting either from the 
fallibility of business judgment or acci- 
dent from uncontrollable cause. 

I stress character because it is so 
vital as to be the measure oftentimes of 
the entire diameter between success 
and failure of the enterprise and be 
tween profit and loss for banker or mer- 
chant granting accommodation. 

Study of Character 

Here particularly the interests of the 
fire underwriter and the credit man con- 
verge, for the underwriter must study, 
with all the care he can apply, the char- 
acter of the insurant. He calls it the 
moral hazard. It is the ex-quantity that 
must always be reckoned with. Some- 
times it reduces the insurance com- 
pany’s transactions in a community to 
a minus quantity for a series of years. 

A man is sometimes prone to overlook 
in others enervating traits or habits be- 
cause of certain likeable things in them, 
their joviality, their friendliness and the 
fact that they are good company. Be- 
cause their own contacts with these 
men have been uneventful or perhaps 
because they are conscious of some 
glaring personal shortcomings in them- 
selves, they are reluctant to judge 
others. 

We too often forget that honesty and 
sound character are not superficial, that 

they strike down into the very vitals of 
a man; that he is either sound or he 
is not sound, is unfaithful to his vows 
or deliberately living beyond his means 
or indulging extravagant tastes and fan- 
cies, or is the sort that trusts to the 
future to take care of itself. Such men 
may not be trusted. They will violate 
a contract if that is the easier thing to 
do and from the insurance standpoint 
men of this make-up are regarded as 
poor moral risks. 

Credit men recognize that their prob- 
lems are complicated by the constantly 
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changing character of our population. 
Similarly the insurance man’s problems 
are made more difficult, and he has 
been contending with conditions brought 
about by the fact that there have been 
fast coming to our shores multitudes 
of men of every race whose life for 
generations has been different from the 
life of our American stock—people who 
have suffered injustices, have suffered 
great privations and who through force 
of circumstances have developed in- 
stinctive traits of trickery as their best 
means of self-protection. Many of these 
men make their way into business en- 
terprises and tend to lower the tone of 
commercial transactions as well as the 
tones of our citizenship, and to multiply 
the problems of credit and of fire under- 
writing. 
Cumbersome Court Procedure 

Again the problems of both the credit 
man and insurance man are aggravated 
by our system of jurisprudence. Our 
procedure in the courts of the law has 
been so cumbersome and afforded such 
opportunity for delay in the administra- 
tion of justice that we find the courts 
feeble agencies for the enforcement of 
rights. We find a trial by jury with its 
exhibition of local prejudices bringing 
again and again a miscarriage of jus- 
tice and that what should be a shield 
against dishonesty and trickery has 
oftentimes fallen by the side, leaving 
nothing but bitterness for the credit and 
insurance man. Credit and insurance 
men have had brought sharply home to 
them, during the past six years, that 
our national conscience acts disappoint- 
ingly under a severe and extraordinary 
test. The unusual development of en- 
terprises brought about by the war. the 
insidious influences that operated upon 
them and the temptation to profiteer 
have all contributed to lower our com- 
mercial standards. 

We shall be in great danger if there 
is not an awakening of the national con- 
science and co-operation on the part of 
every sound agency to strengthen the 
moral tone. In the general contraction 
that followed the inflation of the war 
the crucial test upon the business con- 
science came. Under a system of com- 
mercial trading based largely on _ bor- 
rowed capital the man who had over- 
stocked his warehouse and who through 
mistaken judgment on the one hand and 
a rapid and disastrous turn in the com- 
mercial tide on the other, found himself 
unable to dispose of his wares, some- 
times resorted to his most convenient 
escape through a fire; he trusted to 
falsity of books or to no books at all 
and the obliteration of traces of his 
cunning to aid him in effecting a state- 
ment of his loss that would carry him 
through his financial difficulty. All this 

which the insurance companies have 
had to contend with—has a deep effect 
upon credits, for it is setf-evident that 
the man who would burn his premises 
with an attempt to defraud, is clearly 
dangerous as a borrower, to say noth- 
ing of the effect of his deed upon the 
credit of an innocent neighbor whose 
property might be destroyed with little 
or no insurance, leaving him helplessly 
bankrupt. 

Great is the peril of fire in this coun- 
try, a peril five times greater than in 
Iingland and Scotland, as shown by the 
per capita loss ratio of the two coun- 
tries. This peril, which would other- 
wise bring in its trail bankruptcy, has 
its chief offset and corrective in fire 
insurance, a business, which is simply 
a distributing and a clearing system for 
. one form of the country’s economic 
waste. 

Ignorance of Insurance 

Considering its daily importance and 
its absolute necessity in modern affairs, 
it is astonishing how many are the mis- 
conceptions of the business of insur- 
ance and how false are the theories and 
notions regarding it that pervade the 
public mind. Many people have the 
impression that if destroyed property is 
insured there is no actual loss. They 
fail to realize that this idea is but a 
new application of the old notion of 
lifting one’s self by the boot-straps. In- 
surance, of course, does not replace the 
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NEW ARK 


FIRE INSURANCE COMPANY 
; Newark, N. J. 


ASSETS 
$4,237,718 


SURPLUS TO POLICY HOLDERS 
$1,520,346 


A Company With a Continuous and 
Unblemished Record of Over a Century 


Agents Wanted Where Not Represented 








wealth as represented in the destroyed 
goods. When this wealth has gone up 
in fire and smoke it has gone forever, 
and the nation is that much poorer. In- 
demnity for the loss suffered as pro- 





J. F. VAN RIPER 


vided by insurance companies out of a 
general fund saved out of business or 
by the people at large, is but a contribu- 
tion which has been collected from 
many through the medium of insurance 
yremiums. The system of insurance 
is based upon the principle that by the 
sacrifice of a moderate contribution 
from the resources of many a general 
fund is established from which any one 
of the contributors may draw in case he 
suffers a fire disaster. 

It is the business of fire insurance to 
develop a science of calculating and 
assessing the contribution and to estab- 
lish a system of collecting and adminis- 


tering the fund in the interest of all the 
contributors and of the stockholders 
who have put at risk the working capi- 
tal which underlies the business. Of 
course there must be made against the 
contributors a charge for expenses, for 
cost of administering the fund, and for 
the service companies are now expected 
to provide plus a charge for guarantee- 
ing that the fund will be always ade- 
quate for the general needs. This charge 
constitutes the rate of premium for pro- 
tection. With what great care the prin- 
ciple has been worked out and how 
widely it has been approved will be 
readily attested by bankers and mer- 
chants who lend money neither on 
realty nor merchandise without the un- 
derlying insurance policy as collateral, 
nor would the merchant dare to conduct 
his own business without adequate in- 
surance. If he did and it became known 
the probability is that there would be 
a serious curtailment of his power to 
buy on credit. 
Over and Under-Insurance 


There is another principle involved in 
this subject that is too little under- 
stood. Because of the prohibitive cost 
of determining the value of property at 
the inception of the insurance contract 
and because that value would not re- 
main constant if it were determined, 
every coverage granted by the compan- 
ies involves potentially in the event of 
loss one of two conditions; either possi- 
ble over-insurance or possible under- 
insurance. The first condition is often 
productive of serious moral hazard for 
if a man can burn out and be better off 
for the burning a temptation is placed 
in his way. The other condition im- 
poses an injustice to the company and 
to the other insurers in the company 
because a small damage with low insur- 
ance will often produce a total loss 
under a policy and the man who had 
under-insured in such a case would be 
just as well off as the man who paid 
premiums upon full insurance and suf- 


fered only a partial loss. To overcome 
the condition of under-insurance the co- 
insurance clause has been hit upon, a 
clause that may be properly termed a 
contract of equilibrium. Its purpose is 
to prevent under-insurance by requiring 
at least an equal percentage of insur- 
ance on all risks of like class and pro- 
viding tor adjustments of losses on that 
basis. 

The problems of the insurance busi- 
ness are related to every conceivable 
type of the industrial and commercial 
process. In them all there must be 
measured and weighed for the fixing of 
rates the conditions which increase or 
decrease the risk for the fixing and then 
these risks must be watched as to 
housekeeping, upkeep and administra- 
tion to see that the amount of the total 
commitments in cities and towns has a 
relation to the character and grade of 
the fire department, water supply and 
other physical conditions. So we see at 
once how complex a business that of 
insurance is and that the matter of 
maintaining a reasonable profit from 
the transactions is by no means an easy 
or simple undertaking. Little wonder 
is it, therefore, that during the past 
twenty years, 283 fire insurance com- 
panies have withdrawn from the field 
and disappeared. The matter of sol- 
vency of the fire insurance companies 
is, therefore, of great importance to the 
man who extends credits. With the vast 
billions of insurance in force it is of 
the utmost importance to those who 
loan money or extend credit that the 
solvency and strength of the companies 
furnishing that indemnity shall be un- 
questionable that they may meet not 
only the ordinary losses of other years 
but those extraordinary losses such as 
Baltimore, Jacksonville and other cities 
have presented, 





LETTON TO BE AN AGENT 

Harold W. Letton, United States man- 
ager of the Netherlands Fire & Life and 
vice-president and general manager of 
the Great Lakes Insurance Company, is 
going into the insurance agency busi- 
ness. He has incorporated under the 
title of Letton & Co., an organization 
that will be developed absolutely inde- 
pendently of his connections with the 
two insurance companies mentioned. It 
is not known whether Mr. Letton con- 
templates resigning his present under- 
writing connections: 





ON OHIO GOVERNOR’S STAFF 

Price Russell, a director of the Ohio 
Farmers Insurance Co. of LeRoy, Ohio, 
has been appointed executive secretary 
to Governor Donahey of Ohio. Mr. Rus- 
sell previously held this post in the 
cabinet of ex-Governor Cox. Mr. Rus- 
sell is an eminently successful lawyer 
of Wooster, and his legal knowledge, 
together with his position in the insur- 
ance world, make him a valuable mem- 
ber of the new Governor’s official house- 
hold. 





PROMOTE TEXAS SPECIAL 

Edward Wright, Aetna special agent, 
has been appointed State Agent in 
Texas and given a share in the general 
supervision of the company’s business 
in that state. He will be associated 
with the present state agent, P. P. 
Tucker. 











F. H. Hawley, President 
W. E. Haines, Secretary 


Organized 1848 


Less than one hundred Ohio Farmers Agents in Ohio 
produced over $1,690,000 in premiums in 1921 without 
underwriting agencies or annexes. 


Ohio Farmers Insurance Co. 


“America for American Insurance” 


J. W. Crooks, Vice-Pres. & Treas. 
N. R. Chalfant, Asst. Secretary 


LeRoy, Ohio 
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Glens Falls Agents who have Worked 
Wonders in Developing their Community 
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E have always contended that 
high-grade fire insurance agents 
must necessarily be public spirited, 
for their business is essentially 
one of public interest. Here is an excellent 
example: 


In 1898, W. J. Harshaw & Son opened a 
fire insurance agency in the village of Grove 
City, Pennsylvania, which then contained 
eight hundred people. Soon the town began 
to feel the influence of a new force. 


In 1900, they organized the Grove City 
National Bank which now has deposits of 
more than $2,000,000. They also com- 
menced to develop the eastern part of the 
town into a handsome residential district, 
building fifty new houses and spending 
much money in improvements. 
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Drawing lots at the distribu- 
tion of calves at organization 


of Boys and Girls Calf Club 





Then occurred a remarkable example of 
community leadership. Learning that the 
State Government might be induced to es- 
tablish an experimental creamery, they se- 
cured, in 1914, the raising of $35,000 to build 
the creamery and then, working through 
the bank and the Commercial Club, brought 
about the creation of the famous “Grove City 
Community,” for the improvement of stock 
and the stimulation of the dairy industry. 
As a result, the wealth of the community 
has increased $3,500,000 and the fame of its 
methods has become nation-wide. 


Grove City is now a flourishing City of 
fifty-five hundred people, full of the spirit of 
industry and optimism. To this result the 
Harshaws have contributed most largely. 





INSURANCE 


COMPANY 
GLENS FALLS, N. Y. 


E. W. WEST, President H.N. DICKINSON, Vice-President F.M.SMALLEY, Secretary R.C. CARTER, Treasurer J. A. MAVON, F. L. COWLES, H. W. KNIGHT, Assistant Secretaries 
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Says Investment Laws 
Not Adapted to Needs 


CHANGES FOR MASSACHUSETTS 


Commissioner Hobbs Says Narrow 
Scope of Investment Restrictions 
is Becoming Burdensome 


In his recommendations on legislation, 
Commissioner Hobbs, of Massachusetts, 
has this to say about investments of 
insurance companies: 

The present investment law as con- 
tained in sections 63 to 66 inclusive, of 
chapter 175 of the General Laws, was 
drafted under conditions materially dif- 
ferent from those prevailing today ana 
is rapidly becoming imperfectly adapt- 
ed to the needs of the companies to 
which it applies. It requires the capital 
stock of a company other than life, 
three-quarters of the reserve of a life 
company, the surplus of a mutual com- 
pany other than life, and all the funds 
of a fraternal benefit society to be in- 
vested in the following classes of se- 
curities: 

(1) Bonds of the United States or 
of the District of Columbia. 

(2) Bonds of states, counties and 
municipalities within the United States 
(subject to certain restrictions). 

(3) Bonds of railroads and 
railways (subject to certain 
tions). 

(4) Mortgage loans on real estate. 

(5) Real property requisite for the 
convenient accommodation of the trans- 
action of the company’s business. 

(6) Loans on the security of its own 
policies. 

(7) Stock of insurance companies or- 
ganized to do business outside of the 
United States. 

(8) Loans secured by collateral con- 
sisting of any of the above. 

These restrictions affect funds of 
various sizes ranging from a few thou- 
sand to over two hundred million dol- 
lars, some of which are growing rapid- 
ly. Of the classes of securities enum- 
erated above, the 5th, 7th and 8th fur- 
nish no large investment outlet, and 
the third under present conditions is 
a field that companies can venture into 
only with great caution. The restrictea 
funds must, therefore, as they increase 
be invested mainly in government 
bonds, state and municipal bonds, mort- 
gage loans on real estate and, in the 
case of a life company, in loans on 
the security of its own policies. 

The investments authorized by law 
are only one part of the problem of 
the companies. They have also to con- 
sider which of these investments are 
intrinsically sound and which of them 
are adapted to the company’s needs. 
Mortgages on real estate, real property 
and policy loans are not liquid invest- 
ments, that is, not readily convertible 
into cash. They are adapted, there- 
fore, to the uses of companies which 
possess funds of such stability that the 
prospect of their liquidation in any 
notable degree is very slight. They are, 
therefore, adapted to the needs of life 
companies, whose funds have for many 
years shown a regular and sustained 
increase. They are less adapted to the 
uses of those companies which may 
be required to meet catastrophe losses 
and which must, therefore, keep these 
funds in such shape that speedy liqui- 
dation may take place without undue 
delay or undue sacrifice to the com- 
pany. It must be borne in mind also 
that life insurance compenies, in spite 
of the great permanence of their funds, 
are obliged to carry a considerable 
amount of securities which can in case 
of need be readily liquidated in order 
to meet sudden exigencies caused by 
epidemic or by economic conditions re- 
sulting in an unusual demand for cash 
surrenders and policy loans. It must 
further be borne in mind that under 
normal conditions, national, state and 
municipal bonds command prices which 


street 
restric- 


result in a low interest return. Ths 
narrow scope of investment permitted 
to the restricted funds is, therefore, 
becoming a burden and there appears 
to be good reason why the investment 
law should be broadened. 


There are a number of classes of 
securities which, under present condi- 
tions, are regarded as sounder invest- 
ments than the bonds of railroads and 
street railways and in every way prop- 
er investments for trust funds. 

In view of the above facts, a bill is 
recommended amending the investment 
law substantially in accordance with 
the provisions of Senate Bill No. 336 
of the year 1922. 








lees On Collections 














The Home Insurance Company, 
through its clever publication, “News 
From Home,” takes another whack at 
the credit evil, which has entangled 
more than one local agency. Overcom- 
ing the temptation to extend credits ‘to 
assureds is one of the hardest problems 
that every agent is thrown face to face 
with in the face of the competition 
of those who willingly subscribe to 
every method for getting business. 
Granting credit is a simple matter; to 
collect an overdue premium quite an- 
other and more difficult procedure. 
“News From Home” carries the follow- 
ing pertinent suggestions on the sub- 
ject: 

The credit situation in business today 
is one that necessarily commands at- 
tention in almost any line of endeavor. 
People seem to like the idea of post- 
poning payment or of making partial 
payments, so that it is only by con. 
certed action in any one given line 
that the system of credit can be safely 
done away with. 


It has been stated that 97% of the 
business of the country is done upon 
a credit basis and the fire insurance 
business is very prominent among the 
industries where this condition prevails. 

In the agencies there seems to be 
little that can be done until all the 
local agents in, town agree to stop com- 
petitive credits. There have been Sev- 
eral instances where such organizations 
have been effected and their resolutions 
publicly announced with a result that 
business conditions were markedly im- 
proved. 

When the clients realized that they 
could not continue putting off an agent's 
bill without having their policy can- 
celled, nor could they go to another 


Ten Commandments For Insurance Agents 


1. Thou shalt not wait for something 
to turn up. While you delay, the other 
fellow beats you to it by turning it up. 

2. Thou shalt not be careless in dress. 
A good personal appearance is a strong 
letter of recommendation. 

3. Thou shalt have no excuse for non- 
production. There can be no excuse for 
not getting business, if you hustle and 
show the low-cost benefits of the policy. 

4. Thou shalt not be idle, waiting to 
be told how to do business. Do it the 
best way you can and you will improve 
with the practice. 

5. Thou shalt not do anything to 
lower thy self-respect, nor the high 
standard set by the company. As a man 
is known by the company he keeps, so 
also is a company known by the men 
it keeps. 

6. Thou shalt not steal the other 
man’s time by being late for appoint- 
ments. He values time, even though 
you may not. Be prompt, keeping en- 
gagements to the minute. 

7. Thou shalt not fail to live within 
thine income. If ends don’t meet with 
seven hours’ work, join them with the 
extra commissions easily earned  be- 
tween 7:30 and 8:30 p. m. through sell- 
ing policies to your neighbors. 

8. Thou shalt not be too modest or 








agent for better arrangements, and 
when they realized that they were left 
with their property unprotected, then 
they began to treat insurance as a 
necessary business, where prompt pay- 
ment is just as essential as in any line 
of local merchandising, where short 
time credits are allowed but not lived 
up to, the agent beforg entering a can- 
cellation of the policy can in a good 
many cases retain the business and 
good will of his client by the use or 
firm but pleasant collection letters. The 
letter printed below might be the kind 
you need to send out to some of your 
stragglers: 

Dear Mr. 


You probably forgot it. That $5.00 
you Owe us on your fire insurance policy 
No. ————— really isn’t big enough 
to get excited about, but we want to 
get it cleaned up. 

We're sure that you don’t want us to 
wait any longer. Will you please send 
it to us? 

Although this is our third letter about 
it we are not mad and we are not dis- 
couraged. 

By return mail? Thank you. 

Yours very truly, 


diffident. Blow your own horn, and for 
you ’twill prove a horn of plenty. It 
pays in our business to keep in evi- 
dence. Show the goods. 

9. Thou shalt not be afraid of the man 
who represents wealth. The company 
whose representative you are has more 
millions than he ever saw. Brace up! 
You are bigger than you thought. It 
makes a man feel big when he’s with a 
big concern. The company is IT. 

10. Thou shalt not succeed, if a drift- 
er. The other company may offer a 
good-looking bait in an extra of some 
kind, but it is invariably more than off- 
set by detrimental features. The drifter 
loses force with every change, but the 
agent who uses the motto, “This one 
thing I do,” wins every time. Stay put. 
—The Review. 





MICHIGAN INSURANCE COMMITTEE 

A change in the personnel of the 
insurance committee of the house of 
the Michigan legislature was announced 
by Speaker George Welch, after he 
had made public his list of committee 
appointments. The insurance commit- 
tee as it is now made up consists of 
Patrick H. O’Brien, Iron River, chair- 
man; George Brown, Detroit; Ray L. 
Hewlett, Jackson; Lloyd S. Little, 
Tawes City, and Wm. B. Ormsbee, Flint. 





M. J. SULLIVAN CHANGES 

Mortimer J. Sullivan is now with 
Newman & MacBain, Inc., a leading 
fire agency here, as a solicitor. He 
was formerly with the William Sohmer 
Agency and previous to that with the 
Wallace Reid office and the William 
B. Kenzel Company. 





W. O. SLOCUM A SPECIAL ‘ 
W. O. Slocum, formerly assistant tu 
Iu. Wrederhold, secretary of the Under- 
writers’ Association of the Middle De- 
partment, is now connected with the 
Crum & Forster office as special agent 
for the companies in eastern Pennsyl- 
vania, southern New Jersey, Maryland 
and the District of Columbia, with 
headquarters in Philadelphia. 





DRIVE FOR A. & H. 

The Detroit office of the Fidelity & 
Casualty has completed a three month 
drive for new accident business. The 
premiums amounted to $11,000 on 320 
new applications filed during the drive. 





Herbert G. Shimp, president Inter- 
national Insurance Service Co., Chicago, 
says: “I have always considered The 
Eastern Underwriter the very best in- 
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Donaldson Resigns 
As Penn. Commissioner 


JOINS FORT IN BUSINESS 


To Have Headquarters in Newark; 
Rehabilitation and Reorganization 
of Companies Part of Plan 


(Special to The Eastern Underwriter) 

Harrisburg, Pa., Jan. 10.—Thomas 
Blaine Donaldson, Insurance Commis- 
sioner of Pennsylvania since March 11, 
1919, and an official of the State’s In- 
surance Department since August 21, 
1911, has sent his resignation to Gov- 
ernor William C. Sproul, effective Mon- 
day, January 15, 

He will become associated with 
Franklin W. Fort, of Newark, N. J., in 
the management of a number of fire 
insurance enterprises. The new posi- 
tion Mr. Donaldson will take will be de- 
voted primarily to special services for 
rehabilitation of companies, re-organiza- 
tions and underwritings in which his 
experience in the state service and his 
technical knowledge will be employed. 
He is expected to join Mr. Fort next 
week. 

Commissioner Donaldson has been 
connected with the Pennsylvania Insur- 
ance Department since August, 1911, 
when he was appointed special deputy 
commissioner in charge of liquidations 
of dissolved companies. Since then he 
has become a national figure in insur- 
ance circles and has been an officer of 
the National Convention of Insurance 
Commissioners. 

Governor Sproul honored Mr, Donald- 
son with the commissionership early in 
the administration. During the time he 
has had charge of the department Com- 
missioner Donaldson has handled a 
number of difficult insurance situations, 
including closing of companies, the con- 
servation of resources, codification of 
insurance laws in Pennsylvania and re- 
organization of his department. One of 
the most complicated of his duties was 
the closing of a large Pittsburgh com- 
pany, while active in prosecution of 
alleged frauds. 

His resignation at this time was par- 
ticularly unexpected, as the belief was 
general that he would be continued as 
Insurance Commissioner under Gifford 
Pinchot, who will become Governor next 
Tuesday. Insurance organizations in all 
parts of the state have written Gov- 
ernor-elect Pinchot recently asking that 


Mr. Donaldson be retained as commis- 
sioner, 





BELLINGER HEADS FEDERATION 
Selected by Mail Vote to Succeed W. G. 
Wilson, Resigned, as Leader 
of National Body 


Charles Bellinger, of W. L. Perrin & 
Son, of this city, has been elected presi- 
dent of the Insurance Federation, to fill 
the vacancy caused by the resignation 
of W. G. Wilson of Cleveland. Mr. Wil- 
son declin d to take office following his 
election at the annual meeting here of 
the Federation stating as his reasons 
that the pressure of his insurance work 
precluded his giving full efficiency to 
the executive work of the Federation 
and rather than not exercise to a full 
degree the wonderful ability he pos- 
sesses Mr. Wilson asked that some one 
else be chosen in his place. 

A mail vote was, therefore, taken 
among the officers, advisory committee 
and board of trustees of the organiza- 
tion. Mr. Bellinger is thoroughly well- 
known in New York agency and brok- 
erage circles and has accomplished 
much excellent work as a member of 
the New York State Federation. His 
choice as president assures, active lead- 
ership and a good fighting commander 
at the head of the Federation, which 
has its full share of duties cut out for 
itself this year when so many of the 
State legislatures are in session. 

Mr. Wilson was elected a trustee of 
the Federation through the mail vote. 
Three trustees, also, were elected vice- 


F,S. James & Co. Sues 
3 Russian Companies 


TO COLLECT FOREIGN CLAIMS 





Acting for Eagle, Star & British 
Dominions; Belief That Excess 
Funds Should Be Available 


The Rossia Insurance Company of 
Petrograd, the First Russian and the 
Second Russian, both of Petrograd, are 
defendants in suits started here by 
Fred. S. James & Co. for the Eagle, Star 
& British Dominions through Rumsey & 
Morgan to collect foreign claims. The 
home offices of these companies were 
nationalized by the Soviet Government 
and claims disavowed. These suits 
promise much of interest in so far as it 
will go to establish the ownership of 
funds held by the United States branch- 
es in excess of the amounts necessary 
to pay losses on policies issued in this 
country. 

As the branches in the United States 
are the only limbs of the companies 
now legally functioning, the plaintiff in 
the litigation, a British company, has 
transferred its claims under excess and 
facultative re-insurance treaties from 
Russia to here. Already the Supreme 
Court, by Justice John M. Tierney, has 
granted writs of attachment of over 
$150,000 against the Rossia, over $90,000 
against the Second Russian and $10,000 
against the First Russian. 

As regards the Rossia (of Petrograd) 
attachment, the service was made on 
the Rossia Insurance Company of Amer- 
ica, Carl F. Sturhahn personally. Kid- 
der, Peabody & Co., and Farwell, Hitt & 
Park, who recently floated the stock of 
the Rossia Insurance Company of Amer- 
ica. The First Russian attachments 
were served on its United States man- 
ager, Paul E. Rasor, and on the Bank- 
ers’ Trust Co., its United States trustee. 
The Second Russian attachments were 
served on Meinel & Wemple, Inc., its 
United States fire manager; John M. 
Grant, its United States marine man- 
ager, and the New York Life Insurance 
& Trust Company, now the Bank of New 
York & Trust Company, its United 
States trustee. 


presidents as follows: Harve G. Bad- 
gerow, Chicago, vice-president of the 
Continental Casualty; J. B. Levison, 
San Francisco, president of the Fire- 
man’s Fund; and Spencer Wa!ton, Bal- 
timore, vice-president of the Fidelity & 
Deposit. 


Kenzel-Tofte Corp. 
Succeeds Kenzel Co. 


GENERAL BROKERAGE BUSINESS 


Kenzel An Agent for Twenty Years; 
Tofte Well-Known in Local 
Circles 


The William H. Kenzel Co. is no 
more. It passed from existence through 
the formation of the Kenzel-Tofte Corp., 
general insurance brokers, by William 
H. Kenzel and P. M. Tofte, Jr. The new 
corporation will transact a general brok- 
erage business and will maintain head- 
quarters at 80 Maiden Lane, New York. 

The nucleus of the Kenzel-Tofte Corp. 
business was started twenty years ago 
by Mr. Kenzel, than whom there is no 
better known New York agent, either 
at home or afield. Mr. Kenzel has built 
up a high class clientele and controls no 
small amount of local business, 

Mr. Tofte was formerly secretary of 
the William H. Kenzel Co. for a period 
of ten years, prior to which he was in 
charge of the local department of Fred 
S. James & Co. for a number of years. 

George H. Wolfe will be associated 
with the Kenzel-Tofte Corp. in the 
capacity of placer. 





FARMERS OF lOWA EXPANDS 
Opens Eastern Department in New York 
With J. A. Swinnerton General 
Agent; in Several States 
The Farmers Insurance Company of 
Cedar Rapids, Iowa, which recently in- 
creased both its capital and its net sur- 
plus to $500,000, has now opened an 
Eastern Department in New York City, 
a Western Department in Chicago, and 
arrangements are being made to install 
a Coast Department in San Francisco. 
The Eastern Department at 80 Maiden 
Lane, New York City, is under the 
supervision of James A. Swinnerton, 
general agent, and Herbert E. Maxson, 
assistant general agent. Business is be- 
ing written at present in New York, 
Massachusetts and Pennsylvania. It is 
definitely planned to enter Connecticut, 
New Jersey and Maryland in the near 

future. 

With sixty-two years of honorable 
record to its credit, the Farmers Insur- 
ance Company, now affiliated with the 
companies of the America Fore Group, 
is well and favorably known in the Mid- 
dle West. This expansion increases its 
underwriting capacity greatly and pre- 
pares it for better service than ever 
before to its agents and polievholders. 

ed 
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Why National Liberty 
Sustained Averbeck 


CHAIRMAN GAINED SUCCESS 





Secretary Armstrong in Statement 
Tells How Stockholders Stood Be- 
hind Officers Under Attack 


Commenting on the results of the 
annual meeting of the National Liberty 
William G. Armstrong, secretary of the 
company, has made the following state- 
ment explaining the situation: 

“Stockholders of the National Liberty 
at the annua} meeting December 26, 
went on record in no uncertain terms 
and by an overwhelming majority ex- 
pressed their support of the company’s 
present management. Moved by ‘rea- 
sons of sentiment,’ so he said, G. H. 
Kehr, a former secretary of the com- 
pany, who was ousted after an investi- 
gation of its affairs, which resulted in 
a complete change of management, haa 
circularized the stockholders attacking 
M. J. Averbeck, chairman of the board. 
Mr. Kehr’s charges were mismanage- 
ment, wastage, underwriting loss tor 
1921, weakened morale, change from 
branch office to local agency operation 
in New York and loss of valuable em- 
ployes. 

“Mr. Averbeck then wrote to tne 
stockholders, apprising them of the real 
facts. He answered every allegation. 
Compared the saiaries of the present 
and former management, put the shoe 
of the ‘salary extravagances’ on the 
foot of the former official family—in- 
cluding G. H. Kehr. Admitted an un- 
derwriting loss for 1921, due to the 
business previously put on the books 
by the complainant and his associates. 
Admitted a change from a branch to 
agency basis in New York, which was 
showing a saving at the rate of $93,020 
per year. Admitted that the surplus 
had shown a gain of over a million 
dollars in fifteen months to September 
30, 1922, on the basis of an examination 
by the Insurance Department of the 
State of New York, made at the com- 
pany’s request. Admitted, that in addi- 
tion, the company had paid during the 
same period three dividends of $100,000 
each. Admitted that he had cleaned 
house using new brooms for the pur- 
pose, and that in the process, many 
employes had sought ‘interests in other 
fields,’ including G. H. Kehr. 

“Mr. Averbeck, chairman of the board, 
upon whom the attack was made, has 
been a large stockholder of the com- 
pany since the early '90s; was electea 
a director in 1913. and had been an 
active member of the accounts and fi- 
nance committeos for many years prior 
to his present position. Mr. Averbeck, 
has faced a colossal task. One that 
called for a resolute man. A man of 
energy, courage, action, determination 
and vision. A man equal to the task 
at hand, with an unflinching purpose 
to accomplish it, because his cause was 
right. To such a man criticism can 
only emanate from sources’ which 
should be branded for what they are 
and represent. With a complete re- 
organization, and a fine morale in office 
and ficld, Mr. Averbeck has already 
gone far in worth while accomplishment 
that wi'l have a permanent effect for 
the good of the company. 

“Today the National Liberty is thor- 
oughly aggressive and progressive, Its 
service to agents is bocoming more and 
more renowned. Its advertising is re- 
ceiving highly favorable comment from 
one end of the country to the other. 
More than a thousand new agents, ap- 
pointed during 1922, have swelled the 
total of the company’s agency plant to 
six thousand, who by every day co- 
operation and performance are proving 
that the National Liberty is one of the 
great fire insurance companies of 
America. Small wonder that the stock- 
holders strongly expressed by resolution 
their confidence in and support of the 
present management and _ repudiated 
the attack upon Mr. Averbeck—the 
guiding genius in rehabilitating the 
company’s affairs,” 
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Complex Features In 
Auto Underwriting 


REJECTIONS 





PUZZLE AGENTS 





Ownership Considered More Important 
Than Car Classification; Agent 
Also a Factor 





The underwriting of automobiles has 
some fine points that are puzzling to 
local agents and often discouraging be- 
cause they do not understand the com- 
plex factors involved. An explanation 
of these points in automobile under- 
writing has been prepared by the joint 
western department of the Old Colony, 
Boston, and Michigan Commercial and 
published in the department paper and 
is as follows: 

Many of our local agents seem to Du 
a little puzzled about our methods of 
underwriting automobiles. They seem 
to think there is some dark secret In- 
volved and that our formula for the 
acceptance or rejection of a risk can 
never be understood by a local agent. 
This is particularly puzzling to them 
when they receive a request for cancel- 
lation one time based upon the owner- 
ship of the car and then receive a re- 
quest for cancellation the next time 
based apparently upon the kind of a 
car insured. As a matter of fact our 
underwriting methods are extremely 
simple and perhaps it will be of value 
to some agents to know just what pro- 
cess daily reports go through before 
they are finally passed to the files. Of 
course, all underwriting is a matter of 
judgment and we do not hope to edu- 
cate every local agent in this article 
so he will absolutely agree with us on 
all risks. 

Here is just what we look at on a 
daily report and these things are placed 
in the order of their importance ‘to us. 
You may be surprised at the thing» 
we consider most essential. 

Look at Agency First 

In the first place we look at the 
agency name on the bottom of the daily 
report. This tells us a great deal. We 
know in a general way our previous 
experience in your town and we know 
a great deal more than you think we 
do about your methods of getting busi- 
ness. If the agency name indicates to us 
a careful conscientious agent who ex- 
ercises care in accepting business then 
the daily report assumes a favorable 
aspect in our eyes at once. If on the 
other hand the agency name tells us 
the story of an agent who believes the 
commission on the business he can 
write is more important than any other 
consideration, then the daily reporn 
must go through the closest scrutiny 
before we accept it. Every agent can 
belong to the first class with very little 
trouble if he will exercise ordinary care 
in investigating the ownership of an 
automobile before insuring it, particu- 
larly when he is not well acquainted 
with the assured. Some agents are in 
the second class due to carelessness 
only on their part and they merely 
make things harder for themselves in 
the long run. 

The ownership of an automobile is 
more important in our eyes than any 
other one factor. The name of the as- 
sured and his occupation are the second 
things we look at in going over the 
daily. We might go further and say 
the ownership in our eyes is ninety per 
cent of the basis for passing risks. 
This statement at first glance would 
appear to over-shadow our first require- 
ment of looking at the agency name, 
but such is not the case. The agency 
name tells us whether or not we can 
depend upon the information containea 
in the daily report. The name of the 
assured, his occupation and kind of a 
car he owns may all be strictly in ac- 
cordance with our ideas of a one hun- 
dred per cent risk, but if we do not 
have confidence in the particular local 
agent who wrote this risk then we are 


doubtful as to the correctness of the 
information on the daily. Foreign 
names of all kinds call for further in- 
vestigation. Certain occupations such 
as soft drink parlors, etc., tell us to 
look more closely into the risk. 


Presuming we have determined from 
the agent’s name and the name ana 
occupation of the assured that the risk 
so far is a desirable one, we next look 
at the kind of a car insured. If it is a 
big, high-priced car then the occupation 
of the assured must set the value on 
the car. It is useless to submit an 
occupation of “Laborer” to us and ex- 
pect us to write a Pierce-Arrow car for 
him. This is an extreme illustration 
but it will give you an idea of our 
comparisons. If the car is a sporty 
type car, such as a Stutz or a Mercer, 
for instance, we must be more fully 
satisfied as to the occupation of the 
assured than ever. The age of a car 
has something to do with our opinion 
but \ 3 are inclined to carry cars as 
long as they will run providing they 
are in the hands of the original owner. 
A high-priced car several years old and 
purchased recently second hand at a 
low price is a particularly undesirable 
risk in our eyes. However, we want 
to impress this firmly upon you; there 
are very few cars classed as bad risks 
in our minds if the ownership is high 
grade. 

Amount Not of First Importance 

Lastly, we come to the amount of 
insurance. Probably you had an idea 
we considered this first, but such 1s 
not the case. With a good agency sub- 
mitting us a standard car with a high- 
grade ownership the amount of insur- 
ance does not mean a great deal as 
long as it is anywhere reasonable at 
all. We caution our agents sometimes 
about amounts when we think they have 
unknowingly placed a higher amount 
upon a car than it should have. Most 
of these errors come from reductions in 
list prices with which the agent has 
not kept pace. The amount of insur- 
ance upon a car under high-class own- 
ership will have little, if anything, to 
do with a loss upon that car. If the 
ownership is at all doubtful then we 
do not believe we can keep a man hon- 
est by cutting the amount ten or fif- 
teen per cent and we had better cancel 
the risk altogether. 

Thus a daily report is summed up 
according to the reliability of the agent, 
the name and occupation of the assured 
and the kind of a car in comparisor 
with this occupation and then the 
amount of insurance. We are trying 
to adopt a policy of being either “off” 
or “on” any particular automobile risk. 
This is not always practical but the 
general principle works in a great 
many cases and has cut down our cor- 
respondence enormously. If the big 
factors in a risk are above the average 
then we are not inclined to criticize 
petty things affecting the risk. If the 
big factors are below the average then 
certainly the criticism of details is use- 
less for we do not want the risk under 
any circumstances. 


Don’t forget that insurance compan- 
ies can obtain information regarding 
cars and assureds without betraying 
to the local agent that they consider 
such reports necessary. The absence 
of letters from this office may not mean 
that your business is being passed with- 
out scrutiny. It may mean among other 
things that we are trying you out in 
order to finally determine whether we 
can put you in the first class of re- 
liable, dependable agents or in the sec- 
ond class where your business must 
be watched very closely. 





G. E. MOBERLY RESIGNS 
George Edward Moberly, manager of 
the Montreal branch of the Northern 
Assurance, has resigned on account of 
i-health. He will sever his connec- 
tions at the end of a six months’ leave 
of absence. He entered the service of 


the company in 1892 as an inspector 
attached to the Montreal branch. In 
1920 Mr. Moberly was elected president 
of the Fire Association of Montreal. 


BREAKS BUILDING RECORD 





Volume of New Construction Greatest 
in City’s History; Exceeded Last 
Year by 50 Per Cent. 





The unprecedented total of $35,255,375 
reached in new buildings in the Pitts- 
burgh district, is reflected in the in- 
creased total of insurance written in 
the district last year. The total for 
building, the highest ever recorded in 
the history of the city in one year, ac- 
cording to figures compiled by M. J. 
Hooper, chief clerk of the Bureau of 
Building Inspection. This figure is the 
estimated cost of new buildings, altera- 
tions and repairs, and is conservative, 
Mr. Hooper says, as most’ owners seek 
to keep down the estimated cost so 
that the assessment for tax purposes 
will be fixed accordingly. 

All records were broken by last year’s 
building boom, the figures show, per- 
mits being granted for the erection of 
1,732 dwellings, duplexes and apart- 
houses alone at an estimated cost of 
$16,136,609. The tota! number of per- 
mits for all purposes was 6,259. Last 
year’s figures topped those of 1921, it- 
self a banner year up to that time, by 
50 per cent. In 1921 the total number 
of permits issued was 5,055 and the 
estimated cost of building was $23,429,- 
744. The increase of 1922 over the pre- 
ceding year thus is shown to be $11,- 
725,631. Erection of dwelling houses 
doubled over that of last year. The 
permits issued for dwellings in 1921 
totaled 1,005, with an estimated cost 
of $8,244,710. 





“STRONG AS THE STRONGEST” 


The Northern Assurance Co, 


(LTD., OF LONDON) 
Organized 1836 
Entered United States 1854 


Losses Paid - - - $130,000,000 
Losses Paid in U. 8. $50,000,000 
Eastern and Southern Departments 


55 JOHN STREET 
NEW YORK CITY 





218th YEAR 


SUN 


INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATES BRANOH: 
54 Pine Street - New York 
WESTERN DEPARTMENT: 
76 WEST MONROE ST., CHICAGO. 


PAOCIFIO DEPARTMENT: 
N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 











B. M. 
CROSTHWAITE 
AND 


COMPANY 


_ Automobile 
Insurance Specialists 








Suburban Head Agent 


Springfield 
F. & M. Insurance Co. 





45 JOHN STREET 
New York City, N. Y. 


Telephone 6784 John 














HARRY C. FRY, 
JOHN B. "SHRRICHE, Seery, 
. HETRICK, — 
LOGUE BROS. & CO., Ine. 


INSURANCE 
307 FOURTH AVENUE PITTSBURGH 

















| Sobrinos de Ezquiaga 
Established 1821 
GENERAL INSURANCE AGENTS 














Offer ees for Writing Fes Lines 
in the Islands of 


Porto Rico and Santo-Domingo 
First-Class Companies 


FIRE, MARINE, TORNADO, EARTH- 
QUAKE AUTOMOBILE, TOURIST 
LOATER MAIL PACKAGE, 
USE Rar OCCUPANCY 


Principal Office: 
- 17 Allen Street 
SAN JUAN, PORTO RICO 
BEST POLICIES LOWEST RATES 




















SCHAEFER & SHEVLIN 


110 William Street 











WESTERN 


ASSURANCE CO. 
OF TORONTO, CANADA 


UNITED STATES BRANCH 
Fire, Marine, Tornado, Explosion—Riots, 
Civil Commotions, and Strikes 


January 1, 1922 
Assets ...... te hey Aen $4,835,545.26 
Surplus in United States..... ot 1,599,555.35 
Total losses paid in United 
States frora 14 to 1921, in. 
Clusive ....ccccccseccceccecees $50,129,109.21 


W. B. MEIKLE, President 











GENERAL AGENTS 
FIRE & AUTOMOBILE INSURANCE & SURETY BONDS 
Excellent Facilities for Handling Suburban Business 


New York, WN. Y. 


Phone Beekman 1938 











1871 


$700,000 Capital 





Fifty-One Years—Time Tested 


SUPERIOR 
FIRE INSURANCE COMPANY, PITTSBURGH 


An American Company 
that, by friendly co-operation and consistent and dependable 
service, has won a high place in the agency field. 


Total Assets $3,509,765 


1922 


Surplus $750,401 














Ja 





923 


I 


ta. 


| 








11 


January 12, 1923 


THE EASTERN 


UNDERWRITER 





Tax Dates of Value 
To Insurance Companies 


A valuable calendar of tax return 
dates for all corporations has been 
compiled by the Irving National Bank. 
Believing that a concise memorandum 
of tax dates applicable to insurance 
companies of value to the business The 
Eastern Underwriter reprints the fol- 
lowing list: 


NEW YORK STATE TAXES 
Corporations 

Feb. 15—Last day for filing franchise 
tax report by real estate, holding, trans- 
portation and transmission corpora- 
tions. (Sec. 192.) (New date this 
year.) 

Mar. 15—Franchise tax on real es- 
tate, holding, transportation and trans- 
mission corporations due and payable 
today. (Sec. 197.) (New date this 
year.) 

Insurance Corporations 

Mar. 1—Last day for insurance com- 
panies to make franchise tax report. 
(Sec. 192.) 

June 1—Franchise tax on insurance 
companies must be paid on or before 
today. (Sec. 197.) 

Motor Licenses 

June 30—Chauffeurs’ and operators’ 
licenses expire today. 

Dec. 1—Automobile registration cer- 
tificates and license plates for 1924 is- 
sued on and after this date. 

Dec. 31—1923 automobile registration 
certificates expire today. New license 
plates for 1924 must be on car Jan. Ist. 

FEDERAL TAXES 

Mar. 15—*Last day to file individuar, 
fiduciary, partnership and corporation 
income tax returns. 

Last day to file all Federal informa- 
tion returns (reports of payments of 
$1,000 or more, etc.). 

*One-fourth of Federal income taxa 
due and payable. 


June 15—*One-fourth of Federal in- 
come tax due and payable. 

July 1—All special taxes under Title 
X of the Revenue Act of 1921 are dus 
today or upon beginning any trade or 
business on which such taxes are im- 
posed. Returns must be filed not later 
than the last day of the month in which 
the special tax liability commenced. 

July 31—Last day to file Federal 
capital stock tax return. 

Sept. 15—*One-fourth of Federal in- 
come tax due and payable. 

Dec. 15—*One-fourth of Federal in- 
come tax due and payable. 

Note I—*Fiscal year Federal income 
tax returns of individuals, corporations, 
fiduciaries and partnerships are due on 
the 15th day of the third month after 
the close of the fiscal year. One-fourth 
of the tax on the individual and cor- 
poration returns is due and payable on 
this day. The other installments are 
due at intervals of three months. Fidu- 
ciary and partnership returns are for 
purposes of information only, and no 
tax is payable on the basis of these 
returns. 


NEW YORK CITY TAXES 


Jan. 2—City water rates for 1923 due. 
Pay before April lst and avoid 5% 
penalty. 

Feb. 1—Final assessments shown on 
record today. 

Mar. 1-—Unpaid City real estate tax 
and water rates for 1922 payable to 
Collector of Assessments and Arrears. 

April 2—5% penalty if City water 
rates unpaid. City tax bills can be 
obtained on application by mail. Sena 
stamped envelope to Receiver of Taxes. 

May 1—One half real estate tax be- 
comes lien and all personal property 
taxes become due. If first half real 
estate tax be paid, 4% discount can be 


had on second half upon payment any 
time before November ist. 

May 31—Last day to pay personal 
property tax in full and first half real 
estate tax without penalty. 7% per 
annum added from May Ist on and after 
June ist. 

June 30—Proceedings to review de- 
termination of Tax Commissioners to 
reduce valuations must be begun before 
July ist. 

July 2—10% additional penalty if 
water rates unpaid today. 

Aug. 15—Personal tax for 1922 after 
today in the hands of Marshal for col- 
lection. 

Oct. 1—Tax book showing real estate 
assessment for 1924 open for inspec- 
tion. Application to reduce real estate 
valuation may be filed between this 
date and November 15th. 

Nov. 1—Second half real estate tax 
becomes lien. 

Nov. 15—Last day to file application 
for reduction of real estate valuation. 

Nov. 30—Last day to file appeals to 
reduce personal assessment. Last day 
to pay second half real estate tax with. 
out penalty. 7% per annum added 
from November ist on and after De- 
cember Ist. 

NEW JERSEY TAXES 
Miscellaneous Corporations 

May 1—Last day to file franchise tax 
return. (P. L. 1906, Ch. 19, Sec. 1, as 
amended by P. L. 1920, Ch. 169, amend- 
ed by P. L. 1921, Ch. 337.) 

Aug. 1—Last day for payment of 
franchise tax on miscellaneous corpora- 
tions. Interest at 1% per month ac- 
crues if unpaid on this date. (P. L. 
1919, Ch. 118.) 





ROCKWOOD LOSES SON 

James Frost Rockwood, seven year 
old son of G. C. Rockwood, president 
of the Continental Auto Insurance As- 
sociation and Continental Underwriters 
Company, of Springfield, Ill., died De- 
cember 29 as the result of injuries sus- 
tained following a fall from his bicycle 
on Christmas Eve. 


SERVICE GETS RENEWALS 





Agent Who Does Things for Assureds 
Will Be Rewarded for His 
Thoroughness 





“There are no reasons why an agency 
having the class of companies that we 
have and that have given their assureds 
the service this office has, should have 
a reduction in its business. Some of 
the agencies who are lax in their ser- 
vice probably will have and should have 
a reduction.”—Signed A Local Agent. 

The foregoing extract from a letter 
of one of our agents brings out several 
truths in regard to renewals, says the 
“New From Home” of the Home Insur- 
ance Co. Agents who give their assureds 
a good service may certainly expect to 
retain the business and will doubtless 
gain a great deal more through the 
reputation they build up by such a ser- 
vice. It is also true that the repre- 
sentative of a strong well organized and 
reputable company can retain much 
business where others fail. 

At the time of expiration the local 
agent has an opportunity to go to the 
assured’s place and when securing the 
renewals he can at the same time per- 
sonally check up the risk with the possi- 
bility of increasing the amount of in- 
surance or decreasing the rate through 
improvements which may have been 
made since last he visited there, or 
through improvements which will be 
made at his suggestion. 

It is imperative to the growth of any 
business that year by year new busi- 
ness be added. At the same time it is 
equally imperative that old business be 
retained. That is why a great deal of 
care and thought should always be 
given to the subject of renewals. 





An open meeting of the executive 
committee of the Illinois Association of 
Insurance Agents will be held on Jan. 
16 at the Union League Club in Chicago 
to consider a number of important mat- 
ters. All members are invited to at- 
tend. 
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CLEVELAND NATIONAL PLANS 
Details of Purchase Offer by Fidelity 
Mortgage Co. of Cleveland; 
Price $15 a Share 


An offer was received from The FI- 
delity Mortgage Company of Cleveland, 
Ohio, for the purchase of all the assets 
of the Cleveland National Fire Insur- 
ance Co. on the basis of $15 per share, 
payable in six per cent first preferred 
capital stock of the Fidelity Mortgage 
Co. of the par value of $10 per share, 
distribution to be on the basis of one 


and one-half shares of preferred stock 
for each share of stock now held in the 
Cleveland National Fire Insurance Co. 

This preferred stock offered will be 
secured when and as issued by assets 
in excess of two and one-half million 
dollars, consisting largely of bonds and 
mortgages. The Cleveland National has 
paid twenty consecutive cash dividends 
over a period of seven years, and its 
common stock is now on an eight per 
cent basis. 

In a statement 
company says: 

“Your board of directors feels that 
this means the receipt by the stock- 
holders of regular and assured dividends 
in the amount of ninety cents per share 
per annum for each share now owned 
in The Cleveland National Fire Insur- 
ance Company and payable semi-annual- 
ly. The directors feel that this puts 
the stockholders in an immeasurably 
better and stronger position in regard 
to their holdings than they now occupy, 
and therefore recommend the accep- 
tance of this proposition.” 

This offer was considered at a meet- 
ing of the board of directors of the 
Cleveland National Fire on December 
29, and it was decided to recommend its 
acceptance to the stockhoiders. The 
special meeting for the stockholders 
called for the consideration of this offer 
will be held on January 17, 1923. 


to stockholders the 


Commissioners Wrong 
On Underwriters 
Agencies, Says Drew 


THEIR CONCLUSIONS ABSURD 








Resolution Denouncing Multiple Agen- 
cies Based on False Attitude and 
Economics, Says Editor 





By Cyrus K. Drew, Editor, 
“Insurance Report,” Denver 


The organization of state insurance 
commissioners through their National 


Convention represents the best thought 
of the country in matters affecting the 
regulation of insurance and its better- 
ment. No finer record for constructive 
advancement of the business is pos- 
sessed by any roganization aligned with 
insurance. 

There are times, however, when these 
supervisors, by their convention actions, 
make absurd spectacles of themselves. 
A case in point is the recent enuncia- 
tion of that organization’s official atti- 
tude toward underwriters agencies or 
annexes. 

Without malice (and without defend- 
ing the annex) we expect to show that 
there is not a single line of sane reason- 
ing squaring with the opinion voiced by 
that convention to substantiate this ad- 
verse criticism of the annex. To get at 
the source of the condemnation made 
and to understand it we must review 
the setting of the scene. 

The resolution adopted was a brief 
assault on annexes with suggestion of 
the need of a law to kill them off. Not 
a word, in the open, to attempt to justi- 
fy this attitude by way of elucidation or 
explanation or extenuation. 


Suppressing the Justification 


Back of this outbreak is the story of 
suppressed portions of the original reso- 
lution which explain the action taken. 
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This organization, like all others, usu- 
ally presents its conclusions, if in the 
form of a resolution, with the customary 
“whereases” upon which the final action 
is predicated. Not so in this case. The 
commissioners did not have the guts to 
publicly put forth their reasons for what 
they did, although admitting that these 
reasons were endorsed by them. 

When one reads the eliminated por- 
tion of the original resolution he senses 
that wisdom of a superior sort deleted 
those amazingly absurd presumptive 
statements which instigated the final 
action. We must therefore consider 
their relation to the conclusions formed, 
not only because of their having been 
deleted to try to soften the curse of 
the thing, but because of the indisputa- 
ble fact that had there been no such 
preliminary explanatory statements of 
the status of annexes with all their 
crimes and misdemeanors, in all proba- 
bility no action against them would have 
been taken by the convention. 

The Abbreviated Resolution 

To fully understand what occurred, 
we print the following brief resolution 
as it finally came out of the conven- 
tion: 


Resolved, That the convention de- 
clares itself as opposed to the forma- 
tion or continuance in business of un- 
derwriters’ agencies or annexes, and 
that this convention further recom- 
mends that legislation be enacted in all 
states, which will prevent the future 
existence of all such annexes. 








— 


What was first read in the open to the 
general meeting by Supt. Gearheart of 
Ohio was as follows: 


Whereas, Not only in the opinion of 
insurance commissioners generally, but 
also in that of the majority of company 
executives, economists and local agents, 
the socalled “annexes” or underwriters’ 
agencies, through which fire insurance 
companies may multiply themselves in- 
definitely without adding to the security 
of their contracts, and 


Whereas, Through the growth of these 
annexes, the number of incompetent 
local agents have been greatly multi- 
plied, thus reducing the service to which 
the public is justly entitled, and 

Whereas, This multiplicity of incom- 
petent agents is responsible for both 
increased losses and expenses, thus 
making the honest public pay for dis- 
honest losses that could be prevented 
by competent agents domiciled in their 
several communities, whose chief busi- 
ness is insurance, and 

Whereas, It is against public policy 
for any fire, marine, automobile, surety 
or other miscellaneous company, 
whether stock, mutual, or reciprocal, to 
do business under any name or title 
other than its own. 


Resolved, That the convention de- 
clares itself as opposed to the formation 
or continuance in business of under- 
writers’ agencies or annexes, and that 
this, convention further recommends 
that legislation be enacted in all states, 
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which will prevent the future existence 
of all such annexes. 

What we want to get at right now is 
a proper perspective on the faults that 
lie in the custom. These faults may be 
as serious and just as dangerous as 
those wrongly named in the original res- 
olution by Gearheart, but in our opinion 
they are an entirely different breed of 
cats. We affirm tnat the entire supposi- 
tional basis upon which the commission- 
ers’ convention built its condemnation 
resolution is fundamentally wrong, as 
false a thing as ever came before a body 
of business men. 


No Law Against Annexes 

There being no law of any state to 
prevent a company from creating these 
appendages, it must be kept in mind 
that the charges are not technical or 
legal, but are sweeping generalizations 
with the expectation of arousing suf- 
ficient antagonism to bring’about some 
regulatory law in the matter. 

Attitude of Company Officials | 

Taking the first preamble we find it 
stated that company officials, a majority 
of them, oppose the practice of under- 
writers’ agencies. In piffling numerical 
tabulation perhaps this is true. It is 
also true that many of the leading fire 
underwriters (company executives) of 
the country—a great many of them— 
countenance the practice. A very force- 
ful minority, we should say, and the 
number is growing—else the commis- 
sioners might not have taken notice. 

Local Agents and Their Attitude 

It is also stated that a majority of 
local agents frown on annexes. Who 
knows as to that? What we do know, 
instead, is this: as a class the local 
agents are not opposed to underwriters’ 
agencies. Otherwise there would be a 
stop to them. ‘There are about 125 of 
these annexes now, we believe. They 
are all planted more or less successfully 
in agencies in all parts of the country. 
The practice would disappear if estab- 
lished local agents really opposed them. 
They simply don’t, except in a few iso- 
lated instances, so why not admit it? 
We shall have something more to say 
about local agents and their attitude to- 
ward annexes later on in this article. 


The Economists 

Who are the “economists”. referred to 
as horrified over the spread of the “an- 
nex evil’? Apparently they don’t be- 
long either to the executive class or to 
the local agency class. Maybe they are 
the publicity men of the fire companies. 
What These Folks Are Said To Fear 

It is set out that what these three 
classes, the majority of company execu- 
tives, local agents and economists (only 
the economists are placed ahead of the 
agents), is the danger from companies 
multiplying themselves through the an- 
nex practice without adding to the se- 
curity of their contracts. 

The “Security” Boog-a-boo! 

This is something we can get our 
teeth into. 

Does an annex issue a policy contract 
on its own responsibility? Certainly 
hot. The annex is a thing outside the 
law, nor prohibited by it, having no 
entity or form of actual existence so far 
a8 the public and the law are concerned. 
It cannot issue a policy of insurance of 
any kind, and doesn’t. What is, issued 
by the annex agent, and in this respect 
the rulings governing are uniform with 
the insurance departments, is the orig- 
inal form of policy contract identical 
With the form issued by the parent or 
slaranteeing company sponsoring the 
annex. So far as the conditions and 
terms and security are concerned it is 
exactly the same thing that the first 
agent of the company issues to the pub- 
li. The agent of the annex is the sec- 
ond or third agent: of the parent com- 
Dany, that’s all. 

But the preamble attempts to insin- 
late that this practice tends to lessen 
the security of the company addicted to 
the annex vice. "Taint so, of course. 


he underwriters annex is merely a. 


trade name, a separate house title and 
hothing more. ‘What the public buys is 
the parent company’s own promise to 
bay. The fiction on the filing page by 
Way of reference to the underwriters’ 
agency is a thing with which the public 


is not in any way concerned. Nor is the 
state or its insurance department. 

Except for Wyoming, no state re- 
quires an annex to make a report. The 
original guaranteeing company or com- 
panies include the figures for annexes 
as their own without segregation. 
Agency licenses are issued by the state 
in the name of the guaranteeing com- 
pany, which applies for them in its cor- 
porate name. In fact, there is no way 
an insurance department can check up 
on these particular agencies of parent 
companies, all appointments being alike 
under the law, and the amazing part 
of it is that any commissioners should 
now try to horn in on it and want to. 

If it were simply to satisfy a legiti- 
mate curiosity of insurance depart- 
ments, the companies using annexes 
would be willing, we are sure, to fur- 
nish to departments the names of all 
agents that represent their underwrit- 
ers’ agencies. What -good would it do 
the state, the department or anybody, 
while the burden of responsibility for 
their operation lies solely with the guar- 
anteeing company, not in any way to be 
shifted? 

Why then utter official silly platitudes 
about the financial security of a parent 
company being imperiled because of an 
additional agency or two it operates un- 
der the trade name of an annex? The 
security back of all issued policies by 
any company is the same under the law. 

Incompetent Agents 

“Through the growth of these an- 
nexes, the number of incompetent local 
agents have been greatly multiplied, 
thus reducing the service to which the 
public is justly entitled.” 

Is that true? Nobody can sustain 
such a statement. Whatever increase 
in incompetent agents has. come about 
through the evolution of the business 
and the tremendous growth of the 
agency plants of all companies, surely 
cannot be laid at the door of the annex 
altogether. It does not follow, either, 
not by a damesite, that in order to ele- 
vate the whole agency force to perfec- 
tion all that would be necessary is to 
eliminate the annex. 

Here’s something: A careful analysis 
of a field where seventy-five annexes 
operate on an agency basis reveals that 
a great majority of appointments made 
by these annexes are with agents al- 
ready established in the business. 

With the development of an increase 
of qualification laws, incompetency 
among agents is growing less, not great- 
er, and if the multiplication of agents 
through the annex has had a propor- 
tionate effect it does not follow that it 
is of the demoralizing character ascribed 
in this preamble, nor can such influence 
be thus singled out as a predominant 
contributory cause. 

Is There a Remedy? 

Is there such grave danger, then, from 
a multiplicity of agents? Only if we 
are to believe the idiocies of the pre- 
ambles touched on that the blame for 
the existence of all irresponsible agents 
is to be charged to the annex custom 
and that their faults and all incompe- 
tent agents would disappear with the 
elimination of annexes. 

We regard the manner of handling 
this subject by the National Convention 
of Insurance Commissioners as coward- 
ly, ignorant and malicious. 

Agents’ Association Attitude 

Equally cowardly, in our opinion, to- 
ward this problem of the annex, is the 
attitude of the National Association of 
Insurance Agents. Here is a compara- 
tive small group of earnest men crying 
aloud from the house tops through their 
organization’s resolution in holy denun- 
ciation of annexes. It is a mockery and 
they don’t all mean it that way at all. 

They would sing a different tune if 
they were required to relinquish their 
connection with underwriters’ agencies. 
Loud would be their wail to prove that 
not all annexes come within the sweep- 
ing generalization of being evil, that 
surely such honorable, distinctive and 
long-established concerns as the New 
York Underwriters and the Philadel- 
phia Underwriters are not of the same 
evil nature as the multiple agency sub- 
terfuges put out by hoggish companies, 
and that certainly you cannot class an 
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confronting fire underwriters, Mr. Wil- 
liams’ counsel was much sought and 
highly respected. Many are the stories 
emanating from committees meetings of 
the business where he fearlessly aligned 
himself on the unpopular side of ques- 
tions then on the mat and from which 
meetings he invariably merged with the 
approbation of his conferees. In the 
twenty-six years he has been with the 
Aetna he has played a conspicuous part 
in its progress. He was appointed New 








underwriter’s agency created to take 
over a reinsured company’s’ business 
and agency plant along with these other 
wanton agency elongations? And in 
both such statements they would cer- 
tainly be dead right! 

The Single Agency Rule 

How long do you suppose any single 
agency rule would last anywhere in this 
country if the annexes had to go? The 
wires would be hot with executive wail- 
ings and in no time at all there would 
be a new deal all around on association 
and board requirements governing the 
number of agents permitted each com- 
pany. Quite properly the companies 
would say to each other, and try to make 
it binding by agreement: “Since we 
must now tag our annexes by their cor- 
rect titles and call them what they 
really are, the second, third or fourth 
agencies of our own individual compa- 
nies, why then, in order that we may 
take care of existing annex agencies, 
many of them among the very best we 
have, we shall broaden the agency rule 
so we may have direct first-hand repre- 
sentation in such offices hereafter.” 

Lacking some such company agree- 
ment to take care of existing reputable 
and valuable agency connections, in 
event of the abandonment of the annex 
trade-mark system, the companies with 
these great connections would simply 
go ahead to protect their investments in 
such agency plants regardless, either by 
ignoring all board organization restric- 
tions or through incorporation of sep- 
arate concerns to assume the plants, or 
both, b’gosh! 

In any event would that alter the eco- 
nomic problem of underwriters annexes 
or give credence to any one of the as- 
sumptions on which the insurance com- 
missioners base their opposition? Not 
in the least. It would then become, it 
actually is now, a matter simply of addi- 
tional agents with the present casual 
title page allusion to the annex elimi- 
nated from the policy contract and no 
other single thing altered in the slight- 
est, with the same system as now gov- 
erning financial accountability, execu- 
tive responsibility and all the rest of 
company direction. 

A Dangerous Proposition 
It must not be overlooked, though the 





AETNA PRESIDENT, RETIRES 


(Continued from page 1) 





A. N. WILLIAMS 


England special agent of the Aetna in 
1897, made assistant secretary of the 
— in 1902 and vice-president in 
912, 

Ralph B. Ives, the new president of 
the Aetna, is a native of Hartford. He 
became affiliated with the Aetna in 1905 
as special agent, later becoming assis- 
tant secretary. He was made manager 
of the Western Department Office of the 
company in 1915 and elected vice-presi- 
dent in 1919. 


there could possibly eventuate, from 
putting the kibosh on annexes, an agen- 
cy situation of such greater multiplicity 
of incompetent men and with all the 
elements of warfare between the great 
corporations in fire insurance as to in- 
finitely be of much greater concern than 
the myths conjured up at this time as 
evils of the annex problem. 
An Indefensible Position 

The commissioners are making them- 
selves ridiculous. There are no public 
issues linked up with the present status 
of company practices through their use 
of underwriters’ agencies. It is a ques- 
tion solely of company honor and in- 
terpretation of rules governing their 
voluntary associations together to keep 
the business on a sane level. 

No strictly single agency company— 
there are a few left—has ever dared 
force the issue of violation of the single 
agency rule in their company organiza- 
tions through establishing annexes, be- 
cause to each and every one of them 
the channel is wide open to do likewise. 
All will be doing it in the course of 
time, we opine, and then it may get to 
be so bad that like all bad practices 
eventually the cure will be evolved by 
Sane agreements to stop gruelling war- 
fare in the interest of decency and 
economy. But that time is not now 
and no such conditions exist as the 
commissioners try to make us believe 

The commissioners responsible for 
this New York action fvould hesitate 
to openly and honestly say that they 
propose to stretch their’ authority to 
dictate to companies how many agents 
each one shall appoint to serve the 
public. Yet in effect by indirection that 
is exactly what they are now saying to 
them in condemning the custom of an- 
nexes. 

It would be far better to tag these 
arrangements for being what they really 
are, to recognize them as a legitimate 
though evasive medium for making pos- 
sible a somewhat limited increase in 
the number of agents chosen wisely as 
all other agents are now chosen, rather 
than to flush the danger of an unbridled 
reign of terrorism through company 
selfish competition on unlimited agency 
appointments. 
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New Jersey Defendant: 
Is Sued for $250,000 


MARINE OFFICE OF AMERICA 


Takes Action After Attempt at Arbi- 
tration Fails; Misrepresentation of 
Facts Alleged 


Several companies represented by the 
Marine Office of America, writing ma- 
rine insurance, have instituted seven 
suits against the New Jersey Insurance 
Company in the Federal Court for the 
Southern District of New York for sums 
aggregating approximately $252,000. 
This litigation, started on December 30, 
came as a direct result of failure to 
arbitrate the differences between the 
parties to the contest. 

The suits are started to test the en- 
forceableness of certain reinsurance 
policies entered into by the New Jersey 
and the Marine Office of America. The 
question involved is one of alleged mis- 
representation and suppression of ma- 
terial facts on the part of the former 
with respect to rates and conditions 
governing lake earnings reinsured by 
the Marine Office of America, for the 
account of its companies, with the Ship- 
pers’ Underwriting Agency and accept- 
ed by the latter for the account of the 
New Jersey. 

The original placing of the reinsur- 
ance was in December, 1920, and the 
New Jersey three months later protest- 
ed that the representations made by the 
employe of the ceding office who car- 


ried the agreement into effect were 
false and misleading. Thereupon the 
employe, it is alleged, effected a rein- 


surance in the Paris market of the en- 
tire liability of the New Jersey, but the 
French reinsurers, six months later, are 
said to have cancelled off charging mis- 
representation, 

The matter was then placed in arbi- 
tration, by mutual consent of the Marine 
Office of America and the New Jersey, 
the arbitrators being Frank H. Osborn, 
a broker for the Marine Office of Amer- 
ica; Albert Ullmann, underwriter for 
the North British & Mercantile, acting 
for the New Jersey, and Douglas F. Cox, 
president of Appleton & Cox, as umpire. 
The arbitration extended over three 
months and an award was recently 
handed down in favor of the New Jer- 
sey, but after the resignation of Mr. 
Osborn 

Marine Office Statement 

Additional facts have been learned in 
regard to the attempted arbitration. 
The arbitration agreement between the 
New Jersey Insurance Company and the 
Marine Office of America Companies 
was entered into in August, 1922, and 
provided that the award of the arbitra- 
tors should be rendered on or before 
November 1. The time within which 
awards might be rendered was extended 
by the parties from time to time at the 
request of the arbitrators, the last ex- 
tension being until December 22, 1922. 
On December 21 the arbitrators request- 
ed a further extension of time in view 
of the complexity of the questions in- 
volved and the mass of testimony which 
had been taken and which required de- 
tailed analysis. 

The Marine Office of America Com- 
panies consented to such an extension, 
but ‘the extension was refused by the 
New Jersey Insurance Company. Mr. 
Osborn, one of the arbitrators, there- 
upon resigned, giving as his reason that 
it was impossible for him to give the 
thorough and detailed consideration 
which the importance of the case re- 
quired in the short time remaining for 
an award. The Marine Office of Amer- 
ica Companies thereupon again offered 
to extend the time within which awards 
might be given, so as to give Mr. Os- 
born the further time he needed or to 
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Underwriters Win 
In Scuttling Cases 


MORTGAGEES ARE NOT COVERED 


Scuttling is Not a Peril Insured 
Against, So Underwriters Are Not 
Liable to Innocent Parties 


Marine underwriters in this country 
are thankful that the cases of the Gre- 
gorios and lIoanna, two Greek vessels, 
have been won by British underwriters 
on their appeal from the original de- 
cision granting awards to mortgagee in- 
terests on the ground that they were 
innocent parties to the scuttlings. The 
marine companies, naturally, are not 
eager to perceive themselves forced to 
pay on losses which were clearly delib- 
erate scuttlings. Casting away a vessel 
is not a peril that underwriters intend 
to assume under the ordinary marine 
policy, and to allow mortgage interests 
to recover, merely because of their 
ignorance of criminal actions, is more 
than the ordinary marine rate or policy 
contemplates in the way of protection. 

Following are extracts taken from 
“The Policy-Holder”’ bearing upon the 
latest developments in this case: 

Underwriters have succeeded in win- 
ning their appeals in the cases of the 
Gregorios and the lIoanna, and at the 
same time they have failed in establish- 
ing the main issue on which they would 
have had those cases fought. Both cases 
concerned vessels deliberately scuttled. 
Both had gone against underwriters in 
the lower courts on the precedent of 
the now famous “Small” case, and both 
concerned the recovery, by innocent 
mortgagees of their interest in the 
scuttled vessels. 

In the case of the Ioanna, Mr. Justice 
Greer had held that the innocent mort- 
gagees were entitled to recover, without 





enable a substitute arbitrator to be ap- 
pointed, as provided by the original 
arbitration agreement. This offer was 
rejected and the two remaining arbitra- 
tors, without waiting for the appoint- 
ment of a substitute arbitrator under 
the contract, proceeded to render a pur- 
ported award, holding the reinsurance 
policies unenforceable. 


In view of the fact that one of the 
arbitrators resigned before any decision 
was arrived at, and in view of the fact 
that an extension of time sufficient to 
permit a substitute arbitrator to act 
intelligently in the matter was refused 
by the New Jersey Insurance Company, 
the Marine Office of America Compan- 
ies state their rights were prejudiced, 
that the arbitration agreement was 
voided and that there has been no 
award. Accordingly, they have _ insti- 
tuted the suits above mentioned. 





any qualification, but in the case of the 
Gregorios, Mr. Justice Bailhache had 
expressed the opinion that but for the 
view of Mr. Justice Greer he would have 
held that the vessel was sunk by a peril 
not insured against. In the Court o 


Appeal, both cases went in favor oiff 
on the 


underwriters, the Gregorios 
ground that the 15% disbursement war- 
ranty had been infracted, and 


of insurance. 
However, in the Gregorios case, Mr. 


Justice Scrutton delivered a separate) 


judgment, during which he examined 


the case trom te point of view that’ 
scuttling was nol a peril insured against }4) 


r 


and was strong in support of this the 
ory. 


seriousiy questioned, and later in the 
same arlicie il 1s suggested that if an 
appeal to tne House of Lords 1s made 
tual Lripunal wouid be free to override 
any decision of the Court of Appeal, and 
wouid theretore be apie to examine the 
wuoie propiem unhampered. It is sin- 
cerely Lo be hoped thac the matter will 
not pe allowed to remain in its present 
stage. —s 

With two such great authorities as 
Mr. Justice Balthacne and Mr. Justice 
Scrutton on their side, underwriters 
must feel that they have a very s.rong 
case .or uwreir COnLenuon. It 1s not One 
that Concerns any parucuiar Case, but 
au Cases OL deliberate scutliing, and if 
ley Can but estapiisn their point, tueve 
neeu ve no Lurcher ligation in any such 
cases. in equity 1t seems imposslnpie 
tnat tne deiiverate scuttling of a vessel 
should be covered by the Ordinary ma- 
rine policy, and uniess thus point can be 
Geary estaplished it will be necessary 
to resort Lo protection by Insertion of a 
clause “In ail policies on mor.gaged 
vessels. 

Another Angle on Mortgagee Case 

‘Vhe Court of Appeal, on tne 15th De- 
cember, allowed the appeal of the de- 
feudants in the case of “Gresham Joine 
Stock Shipping Company v. Merchants 
Marine Insurance Company, Limited,” 
from a judgment of Mr. Justice Greer. 
The plaints advanced money to the 
Greek owner of the steamer “Ioanna” 
ou an agreement by him to grant to 
them a mortgage on the vessel. «a 
marine insurance policy was taken out 
by the owner. The vessel was lost, ana 
it was alleged that she was deliberately 
sunk by his instructions. It was held 
by Mr. Justice Greer, in deciding an 
action against the Underwriters, that 
the claim of an innocent: mortgagee was 
not barred by the fraud of the owner, 
and that the plaintiffs had a right to 
succeed against the marine risk under- 
writers. 

The Court of Appeal has now reversed 
that decision, and given judgment, with 
costs, for the Underwriters, Lord Jus- 
tice Bankes declaring that the clear 
intention, as expressed in the mort- 
gage agreement, was that the interest 
of the mortgagees should be a deriva- 
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UNITED STATES LLOYDS, Inc., 
of NEW YORK, N. Y. 


Organized 1872 Incorporated 1918 


1-3 So. William St. 
AN ATTRACTIVE 


INDEMNITY MUTUAL MARINE ASSUR- 
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the’ t 
loanna, on the ground that the mort-ff 
gagees were not parties to the contract}} 


in a leauing arucie, Lioyd’s List") 
says, concerning we “Small” case, tnat" 
tue rulung OL LWwat case has now been 


| arbitration. 


tive interest and not an independent 
separate interest. He argued that it 
followed that, as the Underwriters were 
jot liable to pay a claim to the owner 
Hwhen the vessel was thrown away, they 
iwere similarly, not liable to pay a claim 
mato the mortgagees. 





HOBBS ON AUTO UMPIRES 


Says Arbitration Provisions Must Agree 
to Law; Courts Cannot Ap- 
point Third Referee 


| Commissioner C. W. Hobbs of Massa- 
Mchusetts has advised all automobile 
underwriting companies in his state 
that in the appointment of a _ third 
{referee or umpire in arbitration agree- 
‘ments several companies have been ex- 
(ceeding the law by asking judges of 
},courts of record to appoint an umpire 

when the referees selected by the par- 
ties to the contract could not agree 


| |upon a third member of the board of 


Mr. Hobbs’ communication 
‘ cautioning against the continuance of 
this practice follows: 

“It appears that automobile policies 
are being issued in this commonwealth 
which contain a provision for the ap- 
pointment of an umpire or third referee 
by the judge of a court of record if the 
referees representing the assured and 
the company cannot agree on the selec- 
tion of the umpire or third referee. 

“This provision is inoperative in so 
far as policies issued in Massachusetts 
are concerned. There is no statute im- 
posing on our judges the duty to make 
such appointments, and an agreement 
in the policy that the appointment shall 
be made by them does not confer juris- 
diction. 

“A case has been brought to our at- 
tention where a justice of the Superior 
Court has not only declined to make an 
appointment but criticized sharply the 
inclusion of such a clause in the policy. 
The result is that the adjustment of 
the claim is retarded because the par- 
ties cannot agree on the third referee 
or umpire and the provision referred to 
is inoperative. 

“I, therefore, must request that all 
companies hereafter issuing policies 
containing this clause attach thereto a 
rider providing some other method for 
the appointment of the umpire or third 
referee where the parties cannot agree. 
Your early attention and reply to this 
letter is requested.” 





W. JONES WITH G. H. TYSON 

Wynn Jones, former secretary-treas- 
urer of the Pacific Marine of Vancouver, 
B. C., has been appointed assistant 
manager of the George H. Tyson marine 
department at San Francisco, filling the 
vacancy caused by the promotion of 
George L. West to the post of manager. 
Mr. Jones has had many years of ma- 
rine experience on the Pacific Coast, 
serving with the British-America, In- 
demnity Mutual Marine, the Yang-Tsze 
and others. 





The Pacific Marine Insurance Com- 
pany of London will be liquidated if a 
petition to that effect is acted upon 
favorably. It has already paid to the 
creditors ten shillings in the pound and 
full payments are expected if the com- 
pany is granted sufficient time to wind 
up its affairs in regular order. 





Hugh A. Mullins, marine insurance 
adjuster, will be the speaker at a dinner 
meeting of the Insurance Society of 
New York to be held January 23 at 6 
o'clock. Mr. Mullins will speak on 
‘Marine Insurance Losses.” 
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How Liverpool Marine 
Views the Last Year 


LOSS PAYMENTS TROUBLESOME 





Chairman Read Hopes for Good Re- 
coveries From Reinsurers; Com- 
ments on U. S. Contracts 





Sir Alfred H, Read, chairman of the 
board of directors cf the Liverpool 
Marine and General Insurance Co., pre- 
siding officer at the fourth annual meet- 
ing held last month, made some inter- 
esting comments on the marine situa- 
tion in his formal address. Among other 
things he referred to re-insurance con- 
tracts with American underwriters and 
said that it would be difficult to con- 
vince his company that many large pay- 
ments sought are legitimately recovera: 
ble and that the company stood in no 
danger of being overthrown by virtue 
of such claims. 

Following are Sir Alfred’s remarks 
with reference to marine insurance: 

“Tt seems unlikely, therefore, that any 
larger claims of which we at present 
know nothing, will come forward in re- 
spect of past years. During the current 
year, which dates from July 1, 1921, our 
premium income has been gradually re- 
duced, so that heavier claims may be 
expected to attach to the earlier portion 
of the period than to the latter. 

“An examination of the underwriting 
figures which have been made up as 
closely to date as possible, indicates 
that, although the business may show a 
loss, this is not so serious as was at one 
time anticipated. I think I am in a posi- 
tion to state that when compared with 
the figures published by other marine 
insurance companies those of the Liver- 
pool Marine and General are certainly 
not worse than the majority, and much 
better than many. 


“In a large marine business, such as 
we have been writing you understand, 
of course, that the company issuing poli- 
cies relieves itself of a portion of its 
liability, in many cases a very consid- 
erable portion, by reinsuring with other 
companies, and the great difficulty in 
the financing of marine business is that 
losses have to be paid out in full, where- 
as the sums recoverable from reinsur- 
ers are, even in normal times, consid- 
erably behindhand. 


“We have at the present moment a 
large amount due to us from other com- 
panies. A portion of this is in course 
of collection, but I regret to say that a 
considerable percentage is due from 
companies which are now in liquidation. 


“Certain dividends will, doubtless, be 
paid by the liquidators in due course, 
but we have, in common with practi- 
cally all other companies transacting 
marine business, lost considerably 
through the many failures which have 
taken place within the past year. 


“IT am proud to say that we have 
never failed to make prompt payment 
of properly established claims, and are, 
therefore, entitled to the respect which 
is due to us for having honorably met 
our obligations. 

“At the present time we are writing 
avery small and conservative account, 
and shall continue to do so unless or 
until rates and conditions improve to an 
extent compatible with writing business 
at a profit. 

“Marine insurance business stands al- 
most alone in being one of the very few 
services which are offered to the public 
today at a cost only equivalent to that 
Tuling pre-war. It is a fact that many 
long oversea rates are being quoted to- 
day at less money than underwriters 
would have accepted for the same risk 
in 1913. 

American Reinsurance 


“Before leaving the question of our 
marine business there is one other point 
to which I must refer. 


“You may have heard some reference 
outside to American treaties which this 
Company had made some time ago, and 


Additional Facts On 
United General Case 


ALDRIDGE AND VAN DER HOEF 





More Testimony Taken in Effort to 
Prove Conspiracy to Defraud 
Italian Company 





A further hearing in the case of the 
General Security Insurance Company of 
Rome against Leonard Aldridge, man- 
aging director of the United Gen- 
eral Commercial Insurance Corpora- 
tion, and Marshall Van Der Hoef, a 
New York insurance broker, was held 
December 16 in London at the well- 
known Bow Street police court, where 
the two defendants are charged with 
conspiring together to defraud the 
Italian insurance company. B. D. 
Bowker, a London broker, who has 
given a large part of the testimony so 
far secured, was again put upon the 
stand. 

Mr. Bowker said, among other things, 
that the arrangement as to the dating 
back of the policies, which he haa 
claimed was a legitimate proposition, 
was made on July 13 last. On July 27 
following he received the following 
letter, signed by Aldridge on behalf of 
the United General Company: 

“We have pleasure in enclosing our 
check for £2,426 7s. 2d. being the ad- 
justment of the March account as fol- 
lows: 


£ s. d. 
Amount of March account 
GEIGER 06 pK sdeav ds 3,926 7 2 
Returned premiums on 
reinsurance with Gen- 
eral Security Company, 
subject to final adjust- 
WINGME asd ou nheceenews 1,500 0 0 
Balance: 21.0660. £2,426 7 2” 


A day or two before the proceedings 
began, Baron Lapi, of the prosecuting 
company, told witness that if they did 
not get money they were going to 
prosecute someone. Shortly afterwards 
the witness received a letter from a 
firm of solicitors stating that they had 
been consulted by the General Security 
Company in reference to an allegec 
attempt to fraudulently deprive the 
company of premiums due to them. 

“Before advising our clients,’ ‘the 
letter concluded, “we shall be glad to 
learn whether you are desirous of plac- 
ing any explanation before us.” 

Further cross-examined, the witness 
said that the losses on the policies 
which were dated back were greater 
than the amount of the premiums paid 
in respect of them. The prosecuting 
company “sat on the fence” for a long 
time before deciding whether to agree 
or not to the dating back, of the poli- 
cies, and finally it refused to agree. 

Mr. Patrick Hastings: “Does it strike 
you now that Baron Lapi has been 
perilously near trying to obtain money 


I believe it has been suggested that 
through them we have sustained irre- 
parable damage. 

“When I tell you that this matter is 
the subject of litigation you wil! under- 
stand my diffidence and difficulty in dis- 
cussing a matter which is sub judice. 

“I can, however, tell you this: The 
attitude taken up by your company ever 
since the discovery of the real facts has 
consistently been-the same, namely, 
that we do not feel obligated to pay 
out large sums of money unless we are 
satisfied that such sums are due in ac- 
cordance with the contracts and after 
due performance by the other parties 
of their duties under such contracts. 

“There is no doubt that there have 
been many wild rumors over this mat- 
ter, but you may take it from me that 
your directors are not aware of any 
claim which, if recoverable, would have 
the disastrous results upon the re- 
sources of the company which these 
exaggerated rumors would suggest.” 


from this insurance company by threat- 
ening to prosecute one of its servants?” 
—It does. You have been asked whether 
this prosecution looked like blackmail. 
When did it first strike you that the 
prosecution looked like blackmail?— 
Some weeks ago. Was that before or 
after you signed the depositions in snpp- 
port of the case against Aldridge?— 
After. 

The witness agreed that the prose- 
cuting company’s policies were can- 
celled back as from July 13 to March 
31 last. The cancelled policies were 
taken over by the United General Com- 
pany, and the reason given by Aldridge 
for this was that he had very little faith 
in the prosecuting company’s policies. 

Who had been carrying the risk be- 
tween March 31 and July 13?—The 
prosecuting company. Were they en- 
titled to the premiums in respect of 
those risks?—Up to July 13, yes. The 
United General could cancel the poli- 
cies on any date they liked. Could they 
cancel them back from July 13 to March 
31?—I did not say that. 
ence in the amount between those two 
dates is £1,500 and not £6,500. The 
witness added that he told Baron Lapi 
verbally about the cancelling back of 
the policies and he agreed to it. The 
hearing was adjourned until Dec. 22. 





ENGLISH BROKERS’ DIRECTORY 

A directory of insurance brokers with 
list of claim assessors in the principal 
towns of Europe has been published 
recently in England by the Cawley’s 
Publicity Service of London. The price 
of the directory is five shillings, post- 
paid. This book is valuable to all in- 
surance companies but especially to 
marine underwriters who are constant- 
ly in communication with foreign under- 
writing centers. In addition to the lists 
of brokers’ associations, brokers and 
claims assessors, the directory contains 
several articles on insurance, one of 
which, “What is Credit Insurance?” is 
published elsewhere in this issue. 
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CASUALTY AND SURETY NEWS 











Executives Pay 
Tribute to Bland 


LEADING FIGURE IN SURETY 


President of the United States Fidelity 
& Guaranty Passes Away in 
Baltimore 


The death last Saturday night of 


J. R. Bland, president of the United 
States Fidelity & Guaranty, removed 


one of the most powerful figures from 
the surety field. No other man has had 
so powerful an influence in se many dif- 
ferent ways. He held views much at 
variance with those of many company 
executives but had the faculty of select- 
ing men qualified for the service of his 
company and thus buiit one of the 
greatest institutions in the casualty and 
surety business. 

Despite the business enmity which 
developed between Mr. Bland and other 
executives, he was able to hold his 
personal friendship as a thing entirety 
distinct. He clung to his views with a 
tenacity which brought admiration from 
his opponents even though they could 
not submit to the proposition in ques- 
tion. 

Mr. Bland’s death has brought to The 
Eastern Underwriter tributes from lead- 
ing surety executives, who recall his 
great service to the business and to the 
public in the development of corporate 
suretyship from its infancy. 

Executives Pay Tribute 

Chairman Wm. B. Joyce, of the Na- 
tional Surety, says: 

“John R. Bland was one of the mos. 
resourcefu! men of the age, possessing 
rare ability, discernment, energy and 
enterprise. He was one of the greatest 
factors in bringing suretyship to the 
forefront in the nation, indeed in the 
world. Surety interests of all kinds 
should have a deep sense of gratitude 


for the efforts contributed by Mr. 
Bland. 
“Not only the surety interests but 


the public, which has been the benefi- 
ciary of the enormous losses paid by 
them, owe him this debt. 

“He had original thoughts which 
clashed with others in many instances 
but made a great success of his institu- 
tion, which spoke for itself. I am very 
glad to say that any differences Mr. 
Bland and I had were amicably settled, 
each possessing the other’s friendship 
when he passed on. It is men like him 
that have made this nation great. He 
had that marve}ous spirit of the Ameri- 
can business man who is ambitious ro 
create success through his own abilities. 

“T have grown to known that success 
cannot be found; cannot be purchased; 
cannot be stolen; cannot be received 
at another’s hands. It must be won by 
one’s own efforts, one’s own ability. 
Mr. Bland was a success, and his origi- 
nality of thought and effort will be 
missed in the casualty and surety busi- 
ness of the country.” 

President LaFrentz, of the American 
Surety, gave the following expression 
of his friendship: 

“John R. Bland and I maintained most 
friendly relations throughout the many 
years of our acquaintance and I sin- 
cerely mourn his death. While we 
were not always in complete accord in 
matters affecting the business of surety- 
ship, generally, our differences were 
always readily adjustable. 

“We shall miss his counsels at our 
surety association gatherings, as he 
was possessed of a keen intellect and 
rare good judgment.” 

President A. Duncan 
Globe Indemnity, said: 

“The surety and casualty business 
has lost one of its outstanding figures 
through the death of John R. Bland. 
His ruggedness and tenacity in main- 
taining his views were indicative of 
his strong character. Some of us at 
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times did not agree with him in the 
conduct of the business, nevertheless 
weeat ail times respected his opinions. 
His death is a real loss to the business.” 

The following tribute is given by 
Colonel KE. A. Hamilton, chairman of the 
boara of the Fidelity & Deposit, of 
Baltimore: é 

“With the passing of John R. Bland 
on last Saturday, his friends have lost 
one of their most valuable companions 
whose memory they will always cherish. 
The surety and casualty world has lost 
one of its most outstanding figures; but 
the impress of his force, his person- 
ality, and his achievements wil! remain 
indelible. 

“It was my pleasure to enjoy his 
friendship and his support in all matters 
of moment and, perhaps, because of this 
friendship I have gained a greater ap- 
preciation of his character. As one ot 
the hardy pioneers of his time he built 
a great business which stands as a 
towering monument to his broad vision, 
his untiring energy and to the mag: 
nificent courage that sustained him to 
the end. The name John R. Bland will 
continue to stand for an unparalleled 
record of constructive contributions to 
the development of his chosen field of 
business and to the development of the 
city of Baltimore. 

“His dynamic force, setting in motion 
other forces which radiated power and 
understanding to the uttermost confines 
in which he elected to work, insure that 
when the Iliad of the insurance business 
is written, the name of John R. Blana 
will stand out as one of the epic figures. 
In other circumstances, he would have 
been an empire builder for, like Cecil 
Rhodes, he had the urge for achieve- 
ment, the habit for success, and suffi- 
cient courage in his conviction to fight 
for that when necessary. 

“Mr. Bland’s sincerity and honesty 
made it necessary for him to fight for 
a principle which stood for what he 
believed; and neither adverse criticism 
nor material consideration swerved him 
from any course dictated by his reason 
and approved by his sense of fair play 

he never temporized. 

“Two of my most pleasant recol'ec- 
tions since becoming identified with the 
business of which he was the Dean, are 
of his welcoming me in his office and of 
my last visit there a month or so ago.” 

J. Arthur Nelson, president of tne 
New Amsterdam Casualty, of Baltimore, 
wrote this appreciation of Mr. Bland’s 
service: 

“In his chosen profession John R. 
Bland had no peer. He was fearless, 
aggressive, energetic and of great meu: 
tality. Whatever he began he conduct- 
ed successfully and well. He was kind- 
ly in spirit, generous a!most to a fault, 
and a loyal friend. Baltimore has lost 
a great citizen. His country has lost 
a great patriot—one who stood fore- 
most in everythine for the best for 
America. In the sphere of his par- 
ticular activity, the surety and casualty 
business, we shall miss him greatly. 
He was ever constructive, and his wis- 
dom and experience will be greatly 
missed in our councils. Those of us 
who were close enough to him to know 
his personal friendship and regard have 
Jost a truly staunch friend and advisor.” 
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Pioneer in Surety 

Mr. Bland organized the United States 
Fidelity & Guaranty Company with 

250,000 capital and no surplus. It be- 
came a very aggressive factor in tne 
surety field within a short time, ap- 
pointing agents in all parts of the 
country including the smaller towns and 
cities. Mr. Bland was among the 
pioneer surety executives to appoint a 
special agent in each state to work with 
and develop the local, agents. 

The United States F. & G. was looked 
upon as a rate cutter in the early days 
of the business. There was little uni- 
formity of rates on which to base a 
judgment but its chief aim seemed to 
be to acquire a large premium. income. 
Some memorable controversies with in- 
surance departments led out of Mr. 
Bland’s policies. He conducted un- 
ceasing attacks on the old system of 
personal surety and offered public cor- 
porate bonds at rates as low as any 
reputable company. This did much to 
popularize corporate suretyship while 
building a large volume of business. 
When rates were stabilized the com- 
pany secured the advantage of the in- 
crease in rates on considerable of its 
business and was soon building up the 
surplus account rapidly. 

Enters Casualty Field 

Mr. Bland put the United States’ Fi- 
delity & Guaranty in the casualty busi- 
ness in 1910. Almost immediately other 
surety companies entered the field and 
casualty companies branched into the 
surety business thus merging what haa 
previously been distinct organization». 
Within a short time most of the prom. 
nent companies were handling both 
casuaity and surety business. 

Following the resignation of several 
large general agents from his company 
and the ensuing struggle to control the 
business of the territory Mr. Blana 
eliminated the large general agencies 
in favor of branch offices at the key- 
points. Small general agencies were 
appointed covering limited territories. 
These early struggles made a deter- 
mined foe for the general agency sys- 
tem and Mr. Bland insisted on his right 
to pay larger commissions to the prv- 
ducers in the small field than allowed 
by the conference organization. 

Mr. Bland entered the surety field 
when the business was at a formative 
stage and shaped his policies to meet 
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events. He has left an impress on the 
business which cannot be forgotten. 
His resourcefulness and determination 
aided in the laying of the foundations 
of a great business. His views have 
not yet been defeated and may prevail, 
but if they do not prevail the business 
will be stronger and more firm}y rooted 
for having been forced to face the 
issue. He leaves one of the greatest 
institutions in its field as a monument 
in his memory. He, has the respect of 
every executive in the business despite 
the business enmities which resulted 
from the clash of policy. 
Health Failing for Months 

Although his health had been failing 
for several months, Mr. Bland had been 
confined to his bed for only three weeks. 
He was unconscious for five days be- 
fore his death. He is survived by Mrs. 
Bland; a daughter, Mrs. W. W. Sym. 
ington; a son, D. Howard Bland, vice- 
president of the company; and _ six 
grandchildren. 

John Randolph Bland was born at 
Bridgeton, Mo., March 24, 1851, of old 
Virginia stock. He was educated at 
Washington University. Upon the 
death of his father in 1867 he and his 
mother went to Norfolk, Va., and in 
1871 to Baltimore. He resigned as 
secretary of the Merchants & Manu- 
facturers Association in 1896 to organize 
the United States Fidelity & Guaranty 
Company. 

He was a member of the six leading 
clubs of Baltimore at the time of his 
death, and was a leader in both church 
and civic affairs in his city. The 
funeral was held from Christ Church, 
Baltimore, Monday afternoon. Many 
prominent officials of the business were 
in attendance. All the offices of the 
company were closed on Monday as 
a mark of respect to the late president. 





GLOBE MOVES OFFICES 





Will Consolidate Metropolitan Depart- 
ments on Two Floors of New 
Home Building 
The Globe Indemnity has completed 
arrangements to occupy the second and 
third floors of the new Home Insurance 
Company building on the coyner of 
Maiden Lane and William street, on 
May 1. The new quarters will accom- 
modate the entire metropolitan business 
force of the company, thus uniting the 
casualty and surety: underwriting de- 
partments and the legal, claim and med- 
ical departments now located at 46 

William street. 

This consolidation will permit closer 
co-operation and facilitate better service 
in the general conduct of the Globe’s 
increasing volume in the metropolitan 
area, 





President F. Highlands Burns of the 
Maryland Casualty Co. has submitted 
his annual report to the stockholders of 
the company. It shows total premium 
receipts of $21,269,041. Total assets 


amount to $31,286,888. Surplus has now 
reached $6,012,152, 
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LAWS PROPOSED BY STATE 





Democratic Party Introduces Bills 


Designed to Shorten Waiting 
Period for Claimants 


Senator James J. Walker and Assem- 
blyman Charles D. Donohue, Democratic 
Leaders of the Senate and Assembly, 
announce details of bills, several of 
which have been already introduced, to 
carry into effect the pledges of the 
Democratic State Platform and the 


recommendations in Governor Smith’s 
message: 

Reduction of the non-compensated 
waiting period after an accident. Under 
the present workmen’s compensation 
law, no compensation is paid to an in- 
jured workman for the first two weeks 
after the accident unless he is disabled 
for more than seven weeks. The bill 
just introduced reduces this waiting 
period to one week and provides that 
if an injured workman is disabled for 
more than twenty-eight days, instead 
of forty-nine days, as at present, his 
compensation shall begin from the date 
of the accident. This amendment is 
designed to afford relief to thousands 
of injured workmen and their depend- 
ents who, under the present law bear 
the sole burden of a very large per- 
centage of the industrial accidents that 
occur in this state. 


Provision for the payment of com- 
pensation during the healing period in 
accidents resulting in the loss of any 
member of the body. Under the present 
law if an injured workman loses an 
arm, for example, in an industrial ac- 
cident, he receives no compensation for 
the time it takes for the injury to heal, 
although this may extend over a period 
of months, and even for more than a 
year. 

Elimination of the evils of direct set- 
tlements between casualty companies 
and injured employes by providing for 
Prompt hearing before the industrial 
board in every accident case coming 
under the workmen’s compensation law. 
This bill also contains amendments to 
bring about the more speedy payment 
of claims for compensation. 

Power to the Industrial Board to 
Permit a claim for compensation to be 
fled in certain cases within two years 
after an accident, insiead of the one 
year limitation under the present law. 








F. & C. GETS MASONIC BONDS 

Resident Manager H. V. Upington and 
Superintendent J. W. Wilmer, of the 
bonding department of the Detroit office 
of the Fidelity & Casualty, have handled 
the underwriting of the fidelity schedule 
covering the officials of the Grand Lodge 
and of over 500 constituent bodies of 
the Masonic Order in Michigan. The 
schedule amounts to $1,500,000. 





Assigned to Louisiana 
Frank W. Meyers, of Lafayette, La., 
has been appointed special agent for the 
United States Casualty in the Louisiana 
territory. Mr. Meyers has been in New 
York to make final arrangements for 
taking over his new work. 


OPENS PITTSBURGH OFFICE 





J. E. Harlan as Manager; Will Not 
Affect General Agent Shriver; 
Other Branch Changes 
The Fidelity and Deposit Co. opened 
a new Branch Office the first of the 
year in Pittsburgh, in charge of James 
E. Harlan. Mr. Harlan is well known 
in Pennsylvania insurance circles, hav- 
ing served for the last seven years as 
special agent for the F. & D. general 

agent in Pittsburgh. 

The operations of the Pittsburgh 
Branch will not conflict in any way 
with those of Mr. Shriver, who will 
continue to represent the F. & D. as 
general agent for Pittsburgh and Al- 
legheny County. The new branch office 
will have jurisdiction over eastern 
Ohio, northern West Virginia and west- 
ern Pennsylvania. 

Hugh L. Murrell, formerly in charge 
of the Fidelity and Deposit Co.’s Mem- 
phis Branch Office, has been appointed 
manager of the Washington, D. C., 
branch. J. L. Straughn, former Wash- 
ington manager was recently trans- 
ferred to the Newark branch to fill 
the vacancy left when Manager O. 
Atkin’s temporary assignment to the 
Havana branch was made permanent. 

C. E. Mitchell will succeed Mr. Mur- 
rell. 


MANAGERS AT TORONTO MEETING 





Willans Talks on Uniformity in Adjust- 
ments; Several Others 
Speak 





The December meeting of the Toronto 
Casualty Claims Association was ad- 
dressed by several company managers 
on the subject of “Uniformity in. Claim 
Adjustment.” Mr. Willans, of the Im- 
perial Guarantee, spoke first and was 
followed by Col. E. A. Kirkpatrick of 
the United States F. & G., Mr. Wooa- 
land of the Employers Liability, Mr. 
Hall of the Canadian Surety and Mr. 
Weir of the London Guarantee. Presi- 
dent Rooke, of the association occupied 
the chair and welcomed the managers. 
He outlined the purposes of the organi- 
zation as being to promote better un- 
derstanding between claims men and 
the companies and uniform claim ad- 
justment. Mr. Willans said in part: 
One of the needs of the present time was 
for a spirit of get-together among the various 
companies. They al] have their common trou- 
les. A move in this direction was seen in 
the different associations which are now in 
operation, making for uniformity of policies, 
rates, classifications, and so on. The next step 
was a logical one, namely, uniformity in ad- 
justment of claims, in order to give a common 
interpretation of the policies we issue. The 
idea behind it all was to deal fairly with the 
insured. There must be no smart aleckg in 
the business. 


What do we mean by adjusting? It means 
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the application of the terms of the policy to 
the event which has been insured against. 
Uniformity in the method of adjusting claims 
would bring about several very desirable re- 
sults. Those which occurred to him were as 
follows: 

(1) Better practices between companies. 

(2) Stabilization of the insurance business. 

(3) Confidence of the insuring public will be 
gained, 

Especially in connection with personal acci- 
dent business there should be this uniformity 
in method and practice. In the first place there 
should be a common practice regarding the ap- 
plication of the pro rata clause. He considered 
there was a danger of companies being too 
restricted in the application of this clause. On 
the other hand overuse of the clause will bring 
the companies into disrepute. In his opinion 
the pro rata clause must be used when there 
is a distinct change of hazard, but effort must 
be made to steer clear of abuse of it. Uni- 
formity would prove advantageous in cases 
where two or more companies were interested 
in the same risk. In the matter of over-ingur- 
ance, the practice has been in the past in some 
cases to let it go. Some have applied the pro 
rata clause with benefit in such cases ag over- 
insurance on the value of the insured’s time. 
In the speaker’s opinion pro rata should be 
applied also.in the matter of time limits. 





NEWELL GOES TO SUN 
President Lunt Appoints Safety En- 
gineer Superintendent of Compen- 
sation and Liability Departments 





William Newell will join the executive 
staff of the Sun Indemnity Company on 
February 1 as superintendent of its 
compensation and liability department. 
Mr. Newell is a graduate of Columbia 
University, and has had fifteen years 
experience, in liability. He holds the 
degree of Mechanical Engineer from 
Columbia in addition to that of Bachelor 
of Arts. After four years in the lia- 
bility department of the Fidelity and 
Casualty as inspector, mechanical en- 
gineer, und“rwriter, and assistant su- 
perintendent, Mr. Newel became con- 
nected with the New York State De- 
partment of Labor in 1911 as “Mechan- 
ical Engineer and Expert in Accident 
Prevention and Ventilation.” Since 
July 1, 1914, he has been chief safety 
engineer of the state fund of New York. 
He has been a member of the schedule 
rating committee of the Compensation 
Rating Board and of the engineering 
committee of the National Council on 
Workmen’s Compensation Insurance 
since their inception. 





NEW AMSTERDAM CAPITAL 
INCREASE 

President J, Arthur Nelson, of the 
New Amsterdam Casualty Co., has sent 
a letter to stockholders of that company 
in connection with a capital stock in- 
crease to $1,750,000 by issuing 25,000 
new shares. The proposal has been ap- 
proved by the directors. The New Am- 
sterdam has just closed a prosperous 
year, showing a premium income of 
$7,551,000, an increase of more than 
$800,000. At the same time the com- 
pany made a substantial gain in surplus, 
which now stands at $2,200,000. When 
the new plans are put into effect the 
company will have a capital of $1,750,- 
000, surplus of $2,200,000 and total as- 
sets of $11,000,000. 

E. J. CARTER IN MICHIGAN 

Edwin J. Carter, who joined the field 
staff of the Automobile on November 1, 
is now travelling for the company in 
the state of Michigan. He is working 
under the supervision of J. W. Robert- 
son, manager of the Western Division, 
and T. Z. Franklin, assistant manager. 
Mr. Carter is an experienced field man, 
having served as special agent. 
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“Non-Cancellable” As 
Seen By Field Man 


GIVES INCOMPLETE COVER 
Says it is Unsound Financially; Why 
Difficulties Arise as to 
Claims 





W. B. Burge, manager of the accident 
and health department of R. A. Rowan 
& Co. of Los Angeles, wrote to Vice- 
President Richard H. Thompson of the 
Maryland Casualty Co., giving his views 
on non-cancellable insurance in which 
he said: 

The writer has a little argument whicn 
he uses against non-cancellable insur- 
ance and which he believes will interest 
you. As soon as a prospect or one of 
our policyholders shows us he is more 
or less interested in non-cancellable in- 
surance, the writer immediately changes 
the subject and tries to interest him in 
an oil proposition. We have a very good 
argument for, of course, it is going to 
be a gusher and he will reap big profits. 
Yet we immediately state to the pros- 
pect that we cannot possibly recom- 
mend it for the reason that there is 
only about fifteen chances out of a 
thousand of his winning out or securing 
back more than he paid in. This, natu- 
rally, discourages him in any interest 
that might have been aroused in his 
mind over our oil proposition. We then 
immediately go back to the insurance 
proposition which works out as follows: 
We are assuming that a company is 
going to write one thousand Non-Can- 
cellable Policies, with thirty days elimi- 
nation, at a premium of $20 per policy, 
giving them an income of $20,000. We 
have already mentioned in our proposi- 
tion that non-cancellable insurance is 
incomplete in its protection and show- 
ing him the reason therefor. 

Now to go back to the $20,000 in pre- 
miums the company has collected; we 
will have to deduct $5,000 for medical 
expense, $10,000 or more for general 
agent's first year’s commissions and 
10% for home office expense which, in 
this class of business requiring careful 
investigation, is a low estimate of home 
office expense, giving a total of $17,000 
expenses. This leaves on first year’s 
premiums a net income of $3,000 to the 
company with which to pay claims. We 
doubt if they will even have this much 
left and this is worse, in the writer’s 
mind, than preliminary term life insur- 
ance. Now we tell the prospect to for- 
get the first year’s business and to take 
the second year’s renewals into consid- 
eration. Assuming, of course, that the 
company will renew each risk, it gives 


them a premium income the _ second 
year of $20,000, less general agent’s 


commissions of about 20% or nets them 
$16,000. You will observe that we have 
not even included home office expense 
on the second year’s business. 

Now if the company has fifteen claims 
of $100 a month each or $1,200 a year 
each or a total of $18,000, you see that 
they are out $2,000. This looks to the 
prospect as if the company will be in a 
very bad financial condition. But we 
point out to the prospect that in case 
there were fifteen claims paid, of $1,200 
each, the company will be out of luck 
and in such an event he will be making 
a poor investment. But the fact is, we 
will tell him, that the company does not 
anticipate that many claims, so, conse- 
quently, his chance of collecting is even 
less than fifteen out of a thousand and 
this would be worse than the oil propo- 
sition. 

We also point out to the prospect 
that the chances of his being laid up 
more than from seven. to fifteen days 
a year are very remote and also point 
out that so many cases of illness caus- 
ing disability have been gradually creep- 
ing on the insured for, probably, several 
months or more before he is aware of 
the fact that he is diseased and then 
he is, usually, only laid up for a few 
months before he dies or is cured. 

The companies selling this class of 


insurance often mention tuberculosis in 
their soliciting. Let us assume that 
John Doe is ordered to Arizona on ac- 
count of tuberculosis and his contract 
states that he has to be totally disabled 
to be able to collect his insurance for 
weekly indemnity. Now the fact is, if 
John Doe goes to Arizona and does 
nothing but lay around and think about 
his illness, he is going to die. You may 
call this mental science if you wish but 
you know that the busy man has less 
time to worry. Now this party know- 
ing this, will naturally wish to do some 
little light work to occupy his mind. 
How will this affect his non-cancellable 
insurance? If he has been a dentist 
and took a job in Arizona for a few 
hours each day in a cigar store, he 
might get by and collect his weekly in- 
demnity. But if he should hire out to 
do some dentist work, for a few hours 
a day, in Arizona we believe he will 
have difficulty in collecting his weekly 
indemnity. 

Let us give you an actual case here 
in Los Angeles. A man’s daughter had 
middle ear trouble and the father being 
very much afraid of Mastoid, called up 
a prominent specialist and just asked 
him to look at the ear. The specialist 
had been disabled for several months 
and had been drawing an indemnity of 
about $500 a month. He stated that if 
he attended to any duty pertaining to 
his occupation he would be barred from 
collecting any further indemnity, conse- 
quently he refused to even look at the 
little girl’s ear. 


DEVELOPING SURGICAL SERVICE 





Find That Best Treatment Pays In 
Overcoming Disablement Among 
Injured Workmen 





The “Pennsylvania Register,” a daily 
newspaper published by Hotel Pennsy}- 
vania, prints an interview with Charles 
W. Maydevil, home office manager of 
the Maryland Casualty, on the compen- 
sation law. He praised the act itself 
but added that the insurance companies 
have given service beyond that re- 
quired by law. The development of 
this service he described as he hau 
seen it. 

“It is a splendid and just piece of 
legislation,” he said, “but more than 
that, it has awakened those dealing in 
Workmen’s Compensation Insurance to 
an appreciation of an obligation beyond 
that contemplated by the act. 

“For a number of years, it was simply 
a matter of conforming to the letter 
of the law. Then it dawned upon some 
of those interested that as important 
as to comply religiously to government- 
al requirements, was the obligation to 
get the injured employe back to full 
earning capacity as soon as_ possible. 
By the Compensation Act provisions are 
made for a certain amount of surgical 
treatment to be given the injured at 
the expense of his employer, or the 
latter’s insurance carrier. In conse- 
quence of the growing feeling that It 
was a duty to fit the employe for work 
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as soon as possible, came the realiza- 
tion that if surgical treatment might 
hasten his recovery, he should not be 
confined to the minimum prescribed by 
law. 

“In our own company. the growth of 
the idea that an employe should be 
entitled to any treatment which will 
fit him the more quickly for return to 
work was largely a result of a visit to 
the Army Hospital at Fox Hills. So 
great was the conviction, that now the 
injured are not only treated to fun 
recovery, irrespective of the require- 
ments of any given act, but here in 
New York, for example, they are 
handled in a modern surgical clinic, 
well equipped with electrical and me- 
chanical apparatus for restoring them 
as far as possible, to their original con- 
dition of usefulness. 

“The morale developed in the injurea 
is one of the most interesting phases 
of the treatment. A man who at one 
time would have taken for granted that 
stiffness of a joint developed as the 
result of disuse while it was disabled 
and under treatment, will now work Dy 
the hour to restore his tendons to their 
original power. It is often pathetic to 
see a group of injured men in exercise 
of this kind, each attempting to out-do 
the others in the effort to restore full 
capacity to a disabled hand, foot or leg. 

“The success of this work, wherever 
it has been tried, has convinced our 
company of the desirability of extending 
the service to all localities.” . 





GOV. SMITH ON COMPENSATION 





New York State Executive Condemns 
Direct Settlements; Advocates 
Reducing Waiting Period 





Governor “Al” Smith of New York 
made brief mention of the laws pertain- 
ing to workmen’s compensation in his 
message to the Legislature. He did not 
mention the establishment of a monopo- 
listic fund, but did mention direct settle- 
ments as being “indefensible” and re- 
sulting only in loss to the worker. 

The text of the message as it referred 
to this law follows: 

“The Workmen’s Compensation law 
imposes a quasi-judicial function on the 
department and it should be impartially 
administered. Delay defeats the ends 
of justice; prompt payment of claims to 
injured workmen is a necessity. More 
equitable compensation should be grant- 
ed. There should also be a reduction 
of the non-compensated waiting period 
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after accident. There should be re 
moved from the law any existing pro- 
vision that makes possible or results in 
direct settlements of any kind between 
injured men and women and insurance 
companies. This is indefensible in view 
of the history of this act and never re- 
sults in anything but loss to the injured 
man or woman.” 





BEAN AGENCY SUPERINTENDENT 





Will Become Associated With New 
York Indemnity End of 


Month 





Thomas L. Bean, vice-president of the 
Evarts-Tremaine-Flicker Company, of 
Cleveland, has been appointed superin- 
tendent of agencies for the New York 
Indemnity and will assume his new 
duties February 1. Mr. Bean started 
his agency development work with the 
Fidelity & Deposit, in Baltimore, twelve 
years ago as organizer and manager of 
the accident department and later as 
agency supervisor. 

Since 1918 he has been connected 
with the Globe Indemnity in agency and 
publicity work. He became associated 
with the Ohio general agency of the 
company at Cleveland, developing acci- 
dent and general casualty lines, and was 
elected vice-president. 





NEW LONDON G. & A. BRANCH 





J. V. Williams Appointed Resident Man- 
ager at Philadelphia, Territory 
In Two States 





The London Guarantee & Accident 
has announced the opening of a new 
branch office at numbers 512-14 Walnut 
street, Philadelphia, under J. 
Williams as resident manager. The 
business written in Delaware and East- 
ern Pennsylvania will be supervised 
from this office. 


The company has been writing busi- 
ness in Pennsylvania for thirty years. 
All branches of the company including 
inspection, claim, and credit depart 
ments will be consolidated under Mr. 
Williams’ direction. 





BUREAU WORKS ON AUTO RATES 

The National Bureau of Casualty & 
Surety Underwriters is working on the 
automobile experience for last year 
just now with a view of deciding 
whether rate changes are feasible. AS 
most companies writing automobile lia- 
bility, collision and property damage 
risks made fairly good returns on 1922 
business it is forecasted that there may 
be some basis for the hope that a re- 
duction of automobile rates is not en- 
tirely beyond the scope of possibility. 
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Holland Back From 
Trip to England 


PLANS OPENING N. Y. OFFICE 








President of Independence Indemnity 
Entertained By Officials of Royal 
Indemnity 





President Charles H. Holland, of the 
Independence Indemnity, returned last 
week from an extended visit to England 
to attend the golden wedding anniver- 
sary of his parents at the Langham Ho- 
tel, London. He has been in New York 
completing arrangements for the open- 
ing of the metropolitan office of the 
Independence and hopes to be ready for 
business within a few days. 

Mr. Holland states that there was 
every indication that business in Great 
Britain is distinctly on the up grade. 
There exists a more optimistic feeling 
than has been in evidence for several 
years past, and merchants and manufac- 
turers with whom he came in contact 
on the other side of the Atlantic are 
looking forward to a gradual, but sure, 
revival of commercial prosperity. 

While he was in England Mr. Holland 
was entertained by J. J. Atkinson, gen- 
eral manager of the Royal Insurance 
Company, George Chappell, the late gen- 
eral manager of the company, also being 
present. Mr. Atkinson expressed his 
kindliest interest in and his best wishes 
for Mr. Holland’s new company, the 
Independence Indemnity. 

The Independence Indemnity has 
already been licensed by a number ofr 
states and splendid progress has been 
made in the vast work of building an 
organization suitable for the widely 
spread business which is assured to it. 





BUTCHER LEAVES LONDON G. & A. 

Theodore G. Butcher, assistant man- 
ager of the London Guarantee & Acci- 
dent at the head office, London, has re- 
signed as of March 1. 





HEWITT AND BABBAGE APPOINTED 





New York Indemnity Names Two More 
Department Heads in New 
Organization 





Norman G. Hewitt has been appoint- 
ed in charge of the legal and claim 
departments of the New York Indem- 
nity and E. H. Babbage has been named 
as superintendent of the compensation 
and liability underwriting departments. 

Mr. Hewitt has had ten years expert- 
ence in compensation and _ liability 
claim work in New York City and else- 
where throughout the Eastern depart- 
ment territory. He has been in charge 
of the claim department of the Ocean 
Accident during the last three years 
He is a graduate of Yale law school 
and has handled many insurance cases 
before various boards. 

Mr. Babbage began his insurance 
career in the inspection department of 
the Ocean in 1910. He left the Ocean 
to become associated with the Globe 
Indemnity but returned to the former 
in 1917 as an underwriter in the com- 
pensation department. He accepted a 
position as office manager of the Book- 
myer & Stallings, brokerage firm, New 
York, in 1921 and left to become as- 
sistant superintendent of the compen- 
sation and liability department of the 
Commercial Casualty, of Newark, in 
1922. 


RELIEF IN FIELD 

Despite the fact that the changes 
advocated might not prove advantage- 
ous to the companies, officials generally 
were relieved to learn that no direct 
mention of a state fund had been made. 
This omission may mean at least a tem- 
porary delay in the enactment of such 
legislation. 

RATING BOARD MEETING 

The Compensation Inspection Rating 
Board held its ninth annual meeting 
yesterday afternoon at the offices of the 
board, 370 Seventh avenue. 


Brokers’ Conference 
Meets Deadlock 


STAND PAT ON DEMANDS 





Unable to Make Progress Beyond Dis- 
cussion of Compensation Where 
Brokers Demand 12!2% 





Committees representing the casualty 
and surety companies and various brok- 
ers organizations met in executive ses- 
sion with the insurance commissioner 
last week to discuss the commission 
rates allowed under the _ proposed 
acquisition cost agreement. Nothing 
was accomplished because of the re- 
fusal of the brokers to agree to any 
changes in their demands. 


Following the hearing Superintendent 
Stoddard gave out the following state- 
ment: 

“A conference of a committee of the 
companies and a committee of the brok- 
ers discussed at length the New York 
brokerage problems. No decision was 
arrived at and the meeting adjourned 
subiect to call from Superintendent 
Stoddard.” 

The Brokers’ Committee was repre- 
sented by R. Henrv Depew. John M. 
Boylan. Charles H. Baxter, John J. Can- 
ning. Francis C. Carr, Everett U. Cros- 
by. John A. Eckert. C. S. Forbes. Josevh 
Gladstone. F. S. Little, Lew A. Wallace 
and B. M. Harris. The companies’ com- 
mittee was represented by W. L. 
Mooney and John S. Turn of the Aetna, 
L. F. Ketcham of the Continental Cas- 
ualtv. F. W. Martin of the Emnlovers’ 
Liability, A. J. Ferris of the Fidelity & 
Casualty, Spencer Weldon: of the Fide!- 
ity & Deposit. A. Duncan Reid and 
Thomas J. Grahme of the Globe Indem- 
nitv, C. S. Blake of the Hartford Steam 
Boiler. E. S. Barber of the Marvland 
Rutler of the Trav- 

Norman R. Morey of the Hart- 
Indemnity and Jesse S. Phillips 


Casualty, Louis F. 
elers, 
ford 


and G. F. Nickelbacher of the National 
Bureau of Casualty and Surety Under- 
writers. 


It was pointed out that the acquisi- 
tion cost plan as adopted by the insur- 
ance commissioners of the country al- 
lowed for special consideration for the 
New York brokers and that if this plan 
as adopted was upset by the demand of 
the brokers for excess commissions on 
compensation business it might result 
disastrously for the brokers as a whole. 

The suggestion was put forward by 
President Butler of the Travelers that 
brokers of a class handling compensa- 
tion and liability premiums aggregating 
$100,000 or over might be entitled to an 
evtra 2%% if it could be shown that 
they, through their greater experience, 
rendered a class of service to the as- 
sured which smaller brokers could not 
afford to give. This suggestion did not 
find favor with the brokers, who stood 
unitedly for 124% on compensation, 
regardless of volume or service. Presi- 
dent A. Duncan Reid of the Globe In- 
demnity also opposed the proposal for 
a preferential class of brokers and stood 
firm for the report as adopted giving 
10% on compensation. 

The discussion did not get any further 
than compensation, the rates of com- 
mission on other classes not being 
touched. With state insurance for com- 
pensation and possibly other lines being 
more than usually agitated at this time, 
some of the company men who attended 
thought the position of the brokers 
suicidal. 


Gilkey Marries and Slips Away 
Mr. ‘and Mrs. R. R. Gilkey are stop- 
ping at the Greenbrier Hotel at White 
Sulphur Springs, W. Va., on their honey- 
moon. Mr. Gilkey, secretary of Surety 
Association of America, married Mrs. 


Marion Porter Barlow of New York last 
Monday. 
the middle of the month at 
‘nd avenue, New York. 


They will be at home after 
583 West 
























































Casualty Insurance 





A Broken Window But An Unbreakable Contract 


Company is never broken. 


his broken glass. 


the Country. 


places a broken plate glass. 


Maryland Casualty Company 


Baltimore 





HE plate glass window of your client 
may be broken at any time, but the 
insurance contract of the Maryland Casualty 


The unbreakable contract will replace 


And remember: Every five minutes a 
plate glass window is broken throughout 


In every twenty minutes of every working 
day the Maryland Casualty Company re- 


Surety Bonds 
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NSURANCE AGENTS who make a con- 
nection now, with the F & D, will “get in 





on the ground floor,’ so to speak, of a growing 


business. 


The rapid expansion of the surety business 
within the last few years indicates clearly that 


the general public is realizing more and more 


TI iit 


the value and necessity of corporate surety bonds. 
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Backed by an organization with an enviable a |* 
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reputation for service to both clients and agents, 


_ the F & D Representative’s opportunities to BE 
____ increase his income are limited only by his own = 
2 energy and ability. a : 
__._ Write for our instructive booklet, “A Bird’ss |— |: 
Eye View of Suretyship.” @E 
= P|: 

FIDELITY AND DEPOSIT COMPANY OF MARYLAND : BALTIMORE _ifs 
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Fidelity and Surety Bonds and Burglary Insurance. 
“THE BONDING COMPANY” 
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